feed 


PRESENT is no 


time for any of us to start 
cutting prices. cutting 
quality or doing any one 
of a hundred unethical, 
uneconomic things in our 
efforts to get business. It 
is time to develop a stiff 
backbone instead of getting 
weak in the knees. Work 
harder and more _intelli- 
gently and your business Wy = A EE 
problems will take care of 3 
themselves. 
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The smallest baby among the animals 
of the farm,—but the biggest eater for 
its size. A thimbleful a day of WIS- 
CONSIN CHICK STARTER MASH, 
made from a dozen life-saving, growth- 
producing foods, will give it a flying 
start. 


The true test of a chick mash is the results it pro- 
duces in the flock, which determines the satisfaction 
it gives the feeders. Measured by this standard 
WISCONSIN CHICK STARTER MASH 
has steadily forged ahead in favor among the dis- 
criminating poultrymen of Wisconsin, and a re- 
markable increase in sales each succeeding season 
has followed in the wake of its increasing popu- 
larity. 


Every feed dealer who distributes the WISCON- 
SIN line of poultry feeds shares with his custom- 
ers in this satisfaction and what ismore important, 
he participates in the profits. 


WISCONSIN CHICK STARTER MASH is 
easy to sell because it’s a sure repeater. Once a 
user—ALWAYS a user is attested by the experi- 
ence of busy WISCONSIN dealers everywhere. 


MADE BY THE MILLERS OF THE WISCONSIN LINE 


NorTHERN Miuinc Co. 
WAUSAU, WISCONSIN 


~ NORTHERN MILLING 


WAUSAU, WIS. 


NORTHERN MILLING. 
WAusaAu, wiS. 


'00LBs. 


‘NORTHERN MILLING CO 


WAUSAU, WIS. 


we. 
NORTHERN MILLING 
Wausau, wWits- 


| 
: 100LBS. 
1O00LBs. 100LBS. 
at THE 
GRowrn 
> 
STAR 
7 The Poultry Feeds for Poultry Profit 


A BIG Producer 
—grinds at lower cost 


This hammer mill has set a new pace 
in grinding efficiency —grinds more 
than any other mill of same horse 
power and same degree of fineness. 


HOCKING VALLEY 
Swing Hammer Mill 


Less trouble—no knives, no buhrs, no grinding 
plates to bother with. Has reversible, inter- 


SUPERIOR D. P. CUPS changeable manganese steel swing hammers— 
Without changing enything but the cups built-in metal trap—variable fan speed—Tex- 
ou can increase your elevator capacity 
20% with Superior D.P. Cups. They can rope drive—SKF Ball Bearings—Alemite lubri- 

be placed closer on the belt. They dis- : : : 


We carry large stocks. 


Munson Attrition Mill 
For General Grinding 


An economical, dependable mill. Equipped sa: 
with Munson Under-cut Grinding Plates of 
cast-steel. Has dust-proof split case for easy 
access from either side of mill. Furnished 
in both belt-driven and motor-driven types. 
Write for additional information and speci- 
fications. 


Munson Attrition Mill 
W. C. Stephan, Representative, Box 85, Eau Claire, Wis. 


Everything Jor Every Mill and Elevator 
“She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. TROWG 


In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 
LOT) 
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ANSWER “HERE” 
FOS-FOR-US 


ALE OVER 


A year ago some 490 leading millers and 
THE NATION 
ee 6 manufacturers were using FOS-FOR-US in 
CALIFORNIA their feeds and mashes. Now over 1,000. 
COLORADO 
CONNECTICUT ral: 
ae The reason? There are severa 
Farmers know and respect FOS-FOR-US. 
See... iment Station authorities endorse it. 
ee Experiment Station dorse i 
MARYLAND 
MASSACHUSETTS... 7 Millers who have tried it find that it defi- 
MINNESOTA.............0.0:c000000 15 nitely improves their feeds—as well as 
4 
22 cuts the cost cf handlin and mixin 
NEW HAMPSHIRE................ 
NEW JERSEY 27 
NEW YORK..sssssssssssssoesneen 160 ALL THE FACTS and data are in the 
162 Miller's Brief. Send for it. Join the pro- 
OKLAHOMA. 8 
val Si n f success ! 
RHODE 4 
TENNESSEE. n 
WISCONSIN. 3 
1 ECGS-MO 


[NTERNATIONAL AGRICULTURAL (ORPORATION 


MANUFACTURERS OF GRADE Fert 


61 Broadway, Dept. 18, New York City 


Millers of the Nation have read this 
Brief. Send for your copy today. 
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“ONE BORN EVERY MINUTE” 
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About the most common mistake 
EVERYONE makes is to overstay 
the market--- either being bullish 
or bearish too long and missing 
the turns. 


A deflation period---such as we 
have had in the Dairy and Poultry 
Industry and in all Grains and 
Feeds for the last few months is 
hard to go thru. But now that it’s 
over and we are down to a low 
level of prices, the industry is 
surely on a sounder basis and we 
can follow the turn upward with 
confidence. 


We think the turn is here--- 
Don’t overstay the market. 


ARCADY FARMS MILLING COMPANY 


223 West Jackson Bivp. Cuicaco, ILLINOIS 
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Four Independent Merchants Tell 
How They “Lick” Chains 


Practical Suggestions Obtained Direct from the Firing Line 


Fourth of Series 


N independent merchant can beat 

the chain store because he is be- 

hind his own counter. If he 
cannot do better than a hired manager, 
who does not have the interest of the 
business at heart, it is time for him, to 
move out and make room for someone 
who can. 

This is the spirit which prevails 
among the independent merchants who 
are out there in the thick of the fight 
with chain stores flanking their sides. 
It is the spirit which makes their busi- 
ness prosper and grow under the very 
nose of the competition which has cre- 
ated much alarm among feed dealers. 
They are the men behind the counter, 
their own counter, and they are taking 
it upon themselves to solve the prob- 
lem. 

Visits With Independents 

A member of The Feed Bag editorial 
staff spent an afternoon visiting suc- 
cessful grocers who are members of the 
Independent Grocers Alliance which 
was discussed’ in an article published 
last month. Merchants, right on the 
firing line, with chain stores literally 
surrounding them, were selected. 

Store No. 1 was located on a busy 
corner. Diagonally across from it, a 
chain store cried out its wares with 
large price cards and figures painted in 
white on the windows. But the inde- 
pendent store was not to be outdone. 
It fought right back. Merchandise was 
attractively arranged in its windows. 
Planted in large white letters on the 
windows, too, were luring prices. The 
store was spic and span inside. Mer- 
chandise was fresh and well arranged, 
fairly bidding the customer to take it. 

Behind the counter, his own counter, 
was the independent merchant. Every 
inch of him was alertness. He greeted 
the incoming customers’ cheerfully and 
served them with the greatest possible 
speed. He kept smiling, and gave every- 
one who entered the store the impres- 
sion that there was nothing in the world 
greater than his store and his com- 
munity. One hardly had an opportun- 
ity to converse with him. He was so 


of Articles to Be Published 


busy, yet friendly and attentive. He 
had the chain store across the street 
licked. 

“And I’m going to keep it licked,” 
he said, with a determined flash of his 
eye. 

Ignores Chain Arguments 

Some competition, of course, is fur- 
nished by the chain establishment. Cus- 
tomers frequently come into the store 
and tell the independent merchant that 
they can purchase an article across the 
street for less money. Their argument 
is waived by the confident reply: 

“We don’t pay any attention to the 
chain stores, lady. They don’t bother 

And the customer goes away with the 
idea that the independent merchant cer- 
tainly knows his business and the chain 
store isn’t such a great institution after 
all. 

“Merchandise of good quality, well 
displayed, with the price attached, gen- 
eral neatness and attractiveness in the 
entire layout of the store, inviting win- 
dows and courtesy and friendliness on 
the part of the owner are the greatest 
factors to observe in holding’ your own 
against chain stores, and beating them 
at their own game,” said the merchant. 
“If the independent merchant who is 
behind his own counter can’t beat the 
chain, he had better make room for 
somebody who can.” ; 

Advertising Best Weapon _ 

Store No. 2 was located within a few 
doors of two chain groceries on the 
same side of the street. The merchant 
had been in business for 11 years. He 
joined the Independent Grocers Alliance 
about one and one-half years ago. De- 
spite the fact that chain stores have 
hemmed him in from both sides, he is 
increasing his business every year and 
is confident that he can make con- 
tinued gains in the future. During the 
past two years he has boosted his busi- 
ness from $200 to $400 a week. 

“The best thing an independent mer- 
chant can do is advertise,” said the 
owner. “Feature some item of merch- 
andise as a leader every week to bring 
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customers into the store, even if it is 
necessary to sell it at cost or lose a 
trifle on it. Keep your goods well dis- 
played, neat and fresh, and always treat 
your customers with courtesy. Make 
them feel that you are their friend, a 
real part of the community as well_as 
their merchant.” 

Store No. 3 was contending with a 
chain store located around the corner 
and another in a nearby block. The in- 
dependent merchant was happy and op- 
timistic. Last year he doubled his busi- 
ness. The secret of his success is his 
own personality and the painstaking 
care with which he arranges the mer- 
chandise in his store. Every product 
was visible to the customer. Each can, 
each package, had a large price tag at- 
tached to it. The merchant believed 
this feature important. 

Price Display Important 

“Women don’t like to ask about the 
price of an article,” he said. “They 
would rather see it displayed. A woman 
may come into the store with 60 cents. 
She can pick out her own items and 
spend the entire amount of money. [ff 
she had to ask the storekeeper about 
the price of each item, she would prob- 
ably spend less money.” 

The chain stores do not worry this 
merchant. He meets them on equal 
grounds in merchandising tactics; he 
has developed many friendships in his 
community; he shows them that he ap- 
preciates their trade and that he in- 
tends to remain and give back some- 
thing to the community instead of tak- 
ing everything possible out of it. 

Store No. 4 was owned and operated 
by a former chain store manager. He 
wouldn’t go back to his old job if it 
were the last thing in the world. 

“Good will means nothing to the 
chain stores,” he said. “They don’t 
care a hang about the community. All 
they want is the public’s money.” 

He told of an occasion on which’ he 
asked for $5.00 to join an advancement 
association which was organized in his 
community. The chain store manage- 
ment would-not--contribute-the—money, 
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NO-MILK 
Calf Food 


Trade Mark 
Registered in U. S. Patent Office 


Since 1885 — 46 Years 
and still the Leader 


We have over 600 dealers 
in Wisconsin alone selling 
our product — some of 
them for 43 years. Their 
repeat orders each year 
are the best recommend- 
ation that we know of for 
No-Milk Calf Food. 


Dealers and feeders alike 
find permanent satisfac- 
tion in using No-Milk 
Calf Food. 


Your orders will be 
promptly filled. 


WRITE FOR PRICES 


National Food Co. 


D. R. MIHILLS, Mer. 
Fond du Lac, Wisconsin 
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and one of the officials even refused 
to attend the dinners arranged by the 
organization. 

“A chain store manager,” he said, “is 
just a cog in a big wheel. He cannot 
use his own ideas or do things which 
would often build good will in the com- 
munity. He is bound by the rules and 
regulations of the chain even on such 
details as sweeping out the store.” 

After more than five years as a chain 
store manager, this man tolerated all 
that. he could stand and decided to open 
a store of his own. ; 

His store is stocked with nationally- 
advertised brands. One or two items 
are featured each week, displayed well 
toward the front of the store and sug- 
gested over the telephone whenever a 


houswife calls in an order. He also 
pushes items on which there is a good 
margin of profit. 

Courtesy is faithfully observed. When 
a customer enters the store and the 
owner is not busy, he walks toward the 
front as if he were going to meet 
her. This pleases the customer, and 
makes her feel as if her visit is really 
appreciated. All persons who enter the 
store are greeted. If the owner is busy 
adding up a column of figures for an- 
other customer, he nods and smiles. He 
always acknowledges their presence. 
His business is growing, and is on the 
road to success. 

“I’m confident,” he said, “that I can 
make a success of this business. I’m 
now behind my own counter.” 


VVVVVVVVVVVVVVVVVVVVVY 


INTERNATIONAL 
FEEDS 


Manufactured by 


INTERNATIONAL SUGAR FEED CO. 


MINNEAPOLIS 


MEMPHIS 


BALANCED FEEDS FOR ALL FARM LIVESTOCK 
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Independent Store 
Can Succeed; 


Feed Dealer 
Proves It 


By Lynne P. Townsend 


Secretary, New England Retail Grain Dealers Association 


KNOW a feed dealer who is stead- 

ily forging ahead, constantly in- 

creasing his volume, lowering his 
overhead and making more profits. He 
is not at all concerned over the larger 
movements in the grain trade, does not 
want to sell out and is generally well 
pleased with the business. He is hemmed 
in on all sides with all kinds of com- 
petition, chain store, car door, direct to 
consumer by the large manufacturers 
and what not. 


Territory Not Ideal 

He is not located in the best terri- 
tory in New England by a long shot. 
Dairying in his community is on the 
decline, but poultry raising is increasing. 
His territory is not compact and he 
must range over long distances to gain 
his volume, yet he is doing it and doing 
it in the face of more than ordinary dif- 
ficulties. He is the answer to the ques- 
tion as to whether there is still a place 
for the independent dealer in New Eng- 
land. And he is not a myth. 

This dealer has been in the feed busi- 
ness for a good many years, but has 
been an owner of his own store less 
than five. He took over a fairly good 
business but cne that was not developed 
to capacity, as the previous owner was 
interested'in other enterprises. The man 
in question knows the feed business in 
all its angles and he knows the people 
with whom he deals. These, of course, 
are requirements almost essential to the 
conduct of any mercantile establishment 
and it may be assumed that the man 
we are talking about is no better off in 
this regard than any dealer ought to 
be. 

Operates Clean Store 

The dealer we are discussing runs a 
clean and tidy store. All his stock is 
carefully and neatly piled. The floor is 
always swept and the shelves where he 
carries his small goods are dustless and 
the packages are fresh. Fven the win- 
dows are clean and cobwebs are kept 
off the ceiling and out of corners. The 
man’s business desk is a model for a 
bank executive. His whole place looks 
prosperous and well kept and almost 
anyone would rather trade at such a 
store, even though he might not be able 
to explain the reason. 

This dealer sells on credit, but credit 
is handled very carefully—very careful- 
ly. Knowing practically; everyone over 
a wide region, he has his own credit in- 
formation. His book accounts are never 


large, and his loss on bad accounts is 
practically nil. Being in frequent con- 
tact with his customers, his collections 
are handled personally in a firm but 
pleasant way. His people know that 
he expects his money and will be around 
after it, consequently he gets it. He 
does not let any account run on ‘in- 
definitely without his attention. 

Keeps Down Overhead 

Overhead eats up the profit in many 
a feed business but our dealer holds it 
down to a minimum. He never employs 
more than two men besides himself and 
most of the time he employs only one. 
He gets into the game himself and fills 
orders, unloads cars and does anything 
clse that needs to be done. He is not 
at all proud about being proprietor and 
is an excellent example to his help. He 
keeps a two-ton truck of inexpensive 
but standard make. Many dealers do- 
ing an equal volume would drive a big- 
ger truck, and some would even keep 
two. But this dealer is on the outlook 
to keep down overhead. Most of his 
deliveries are in relatively small lots, 
and bigger orders require more deliver- 
ies. I am sure that his delivery costs 
are reduced to the lowest possible point. 
He and his men do all delivering, ex- 
cept during rush times, when a young 
man is called in to help. 

This dealer specializes and pushes one 
of the well-known brands of feed, but 
carries one or two lesser known brands 
in stock. These brands are carefully 
selected, and the customer is told exact- 
ly what they are, where they come from 
and what the dealer himself thinks of 
them. These feeds are not cheap feeds, 
but frequently the dealer is able to stock 
a carload at an advantageous price which 
he passes on to his customer, and this 
does help solve the question -of low- 
price competition. For the most part, 
the one brand is pushed, a fair price 
asked for it, and that price is main- 
tained. Service charges are added for 
delivery. 

Makes Personal Calls on Trade 

The one thing this dealer does which 
we believe above all else is responsible 


for his progress is that he gets out ° 
among his customers and prospects. At 


least three afternoons out of each week 
he is out soliciting business and it is 
amazing how much new business he gets 
in this way. Within a comparatively 
short time the car door man in the 
(Continued on Page Forty-three) 
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W.N. Howard Joins Staft 
Of Chas. M. Cox Co. 


William N. (Bill) Howard, genial and 
dynamic grain and feed dealer of Ware, 
Mass., has turned over the joint man- 
agement and ownership of the D. F. 
Howard & Sons establishment at Ware 
to his brother, Samuel D. Howard. On 
April 1, Bill became associated with 
the Chas. M. Cox Co., Boston. Mr. 
Howard is taking over the manage- 
ment of the mill and elevator formerly 
owned by W. N. Potter at Springfield, 
Mass., and now owned by the Cox or- 
ganization. 

This plant is to be converted into a 
general storage warehouse and most of 
the. space will be devoted to that pur- 
pose. It is admirably adapted to such 
a use. It is also planned to maintain 
a modern and up-to-date feed store at 
the same location, and while Bill will 
now have other interests outside the 
feed business, he will still remain in 
and closely affiliated with the feed trade. 

The business at Ware remains in 
good hands and while S. D. Howard 
now assumes: the entire load previously 
carried by the partnership, those who 
know him are assured that the old firm 
will forge steadily ahead under his di- 
rection. Sam is treasurer of the New 
England Retail Grain Dealers associa- 
tion. 


R. L. CHRISTY, advertising man- 
ager of the Denver Alfalfa Milling & 
Products Co., is back at Lamar, Colo., 
after having enjoyed a vacation trip 
with Mrs. Christy to the Canal Zone. 


ENJOY SOUTHERN VACATION 

W. S. Van Derzee, Albany, N. Y., 
former president of the Eastern Federa- 
tion of Feed Merchants, and Bennett 
T. Briggs, Ravena, N. Y., have just re- 
turned from a trip to the southern states. 
They spent several days in Washington, 
D. C., before returning. They were ac- 
companied by their wives. 
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Help your customers 
feed you sell them an 
and satisfied. 


et results from the 
they will be happy 


his home town feed store like a 

Florida hurricane. He was plain- 
ly disgusted and aching to lay his hands 
on the dealer who had sold him that 
“good for nothing” egg mash. 


The errand boy scurried like a fright- 
ened rat into the mill to call the boss, 
while the farmer stood glowering at the 
office door. Great promises had been 
made by the dealer who recommended 
the feed to him. He had told him that 
it would make the hens lay more eggs 
and would pay for itself and return a 
big profit in a short time. Farmer 
Johnson, on the strength of these prom- 
ises, purchased a ton of the mash. He 
fed all of it to his hens and didn’t get 
enough extra eggs for a good break- 
fast. 


JOHNSON stormed into 


Almost Came to Blows 


Now he was just plain disgusted and 
furious. The dealer returned from the 
interior of the mill with his errand boy. 
Farmer Johnson turned the air to sul- 
phur with all the cuss words at his com- 
mand. The dealer became offended and 
the pair almost came to blows. Farmer 
Johnson strode out of the feed store, 
an enemy for life. 


“Whew, that was a tough customer,” 
remarked the dealer to his errand boy. 
“I don’t have to stand for no sass from 
anybody. If he never comes into this 
store again, that’s soon enough.” 


The dealer went back to his regular 
task, little realizing the grave mistake 
he was making. He considered the of- 
fensive remarks made by the farmer as 
sufficient reason for telling him to go 
down the river. He did not get to the 
bottom of the situation to learn the rea- 
son for his patron’s ire. If he had been 
diplomatic, standing calmly by while the 
customer blew off steam, and later re- 
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Them 


turning with him to his farm, he would 
have discovered some startling facts. 
Lacked Poultry Knowledge 

Farmer Johnson had just started in 
the poultry business. He didn’t know 
the first thing about it. He had bought 
up several hundred pullets from his 
neighbors and there they were, corralled 
in a crude, unsanitary poultry house. 
The litter was neglected and only a few 
stray sunlight rays penetrated into the 
interior of the building, through the 
In one corner of the 
poultry shed stood a half-empty sack, 
the last of the ton of mash which Far- 
mer Johnson had purchased upon the 
dealer’s promise of results. The whole 
attempt was a flat failure. Farmer 
Johnson’s faith in feeds, the dealer who 
handled them, and the poultry business 
in general was shattered forever. 

Dealer Must Be Diplomat 

Unfortunately, many dealers because 
of their indifference to customers’ prob- 
lems, are guilty of stifling the progress 
of their community and of driving busi- 
ness from their door. The modern feed 
dealer must be a diplomat, a salesman 
and a serviceman. 

How easy it would have been to as- 
sist Farmer Johnson in getting the 
right start in the poultry business and 
teaching him to use the right feeding 
and housing methods. It probably would 
have required a day or more of the 
dealer’s time, but what is that when it 
is balanced against the profits which 
would aggregate from repeat orders of 
a satisfied customer? What is that in 
comparison with the reputation of the 
product which he handles and the con- 
fidence of his community? 

Dealers who expect to uphold the rep- 
utation of their poultry feeds and to ob- 
tain repeat business, are obliged to study 
the conditions under which their feeds 
are used and to make practical sugges- 
tions which will help the farmer make 


& success in his venture. 


Pcultry Raising Essential 

There are four essentials for success- 
ful poultry raising—breeding, culling, 
housing and feeding. 

Scrub birds cannot be expected to 
break records or do justice to high qual- 
ity feeds. They haven’t the capacity. 
The first recommendation which a deal- 
er may make, therefore, is the purchase 
of a good strain of hens. The breed- 
ing of a’ hen will tell in the egg basket 
and that is where the farmer looks when 
he passes. final judgment on a feed. 

In a flock of chickens it is not un- 
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common to find many which are 
“boarders.” A man who knows poultry 
and understands the characteristics of a 
good layer can pick out the poor birds 
from the real producers. Feed dealers 
can profitably act in this capacity. Nolte 
& Havemann, Oshkosh, Wis., have 
built a profitable feed business by cull- 
ing their patrons’ flocks and offering 
other practical advice in poultry raising. 
Another dealer employs a poultry ex- 
pert who calls regularly at the farmers’ 
homes and offers his services. Feeds 
cannot prove their merits if a large 
percentage of the hens are poor pro- 
ducers. The feed is often innocent but 
invariably receives the blame of the 
poultryman and business is lost. Cull- 
ing of patrons’ flocks, whether it is per- 
formed by the dealer himself or by a 
hired member of the staff, will return 
dividends in additional feed sales. 


Housing Conditions Important 

Housing conditions of poultry are di- 
rectly reflected in the egg basket. Damp 
floors, lack of proper ventilation and 
lighting invite disease and lower the 
vitality of the flock. The best feed in 
the world would not receive a fair trial 
under such conditions. It is, therefore, 
to the interest of the dealer to give his 
poultry patrons advice on housing re- 
quirements. It is best if a dealer is 
capable of giving this service himself, 
but a staff expert will also prove ef- 
fective. 

Feeding methods should be familiar to 
every dealer. He should not only know 
the merits of nis feed but he should 
know the quantities in which it should 
be fed and the conditions under which 
the flock should-receive it. The wrong 
ration often destroys the customer’s 
confidence in the entire line. The right 
kind of feed at the right time builds 
business and good will. Manufacturers 
will gladly furnish information about 
their products for the dealer. 

Breeding, culling, housing and feeding 
need the serious consideration and ap- 
plication of every dealer who hopes to 
make a success of selling poultry feeds 
and to maintain the confidence and re- 
peat business of ‘his patrons. For seeds 
planted on rocks yield no harvest, nor 
do feeds scattered unscrupulously on 
ground that has not been prepared for 
them. 


KELLNER BROS. FLOUR & 
FEED CO., Manitowoc, Wis., has pur- 
chased the flour and feed store of O. 
Torrison Co. 


S 
id 
r 


can 
thename 


MEDAL 


Wherever feeders talk about feed—or house- 
wives mention flour—you are sure to hear 
them say—"“You can depend on the name 
‘Gold Medal’ ”. 


It isn’t just an accident that causes more women todemand Medal Farm-tested feeds known wherever feeds are sold. 


Gold Medal Flour than any other brand, nor is it an acci- That is why Gold Medal Product deel best. 
dent that enables Gold Medal Feeds to put the most dollars 


of profit into the pockets of farmers. 


Gold Medal Feeds have proved their profit making ability 
through actual farm tests. They are strictly quality feeds 


—the kind that bring customers back to your store over WASHBURN CROSBY COMPANY 
and over again. And Gold Medal advertising makes Gold Minneapolis ’ Kansas City ’ Buffalo 


MepacFeenos 


why not now? 


If you want the profit and prestige that go with the Gold 
Medal line, write us for details. 


You will do it eventually—why not now? 


“Farm Tested” 


THE FEED BAG—APRIL, 1930 Page Eleven 


fi £ 
j : 

4 
: 
d 
\ 
} 
4 
{ 


THE JAMES H. GRAY MILLING 
CO. has completed a deal with Erie 
county which will permit the construc- 
tion of a new highway cut-off on the 
Aurora-Glenwood road. The new road 
passes through the present site of the 
mill which will be moved to permit the 
highway improvement. 


WANT TWO-OUNCE EGGS 

An egg-laying contest, to encourage 
the breeding of chickens which consist- 
ently lay eggs weighing two ounces or 
more, and to determine the champion 
breeder from year to year, is being or- 
ganized in Australia and New Zealand, 
according to the United States depart- 
ment of commerce. 


Success depends not so much upon 
sitting up nights as it does being awake 
in the daytime. 

* * * 
FORCED INTO BUSINESS 

A feed dealer went into a bank to 
have his note renewed. The banker 
flatly refused. 

“Have you ever been in the feed busi- 
ness?” asked the dealer. 


The Haines mixer is built 
with receiving hopper below 
floor as illustrated or with 
receiving hopper..above 
floor. Both types equipped 
with feeding screw in re- 
ceiving hopper and vibrat- 
ing sacking platform. 


Made in two sizes: 


Model No. 1—50 cubic 
feet or 40 bushels. 


Model No. 3—100 cubic 
feet or 80 bushels. 


Furnished with pulley for 
belt drive or with electric 
motor for independent ope- 
ration. No elevator re- 
quired. Uses little power 
and minimum floor space. 
Shipped completely assem- 
bled ready for operation. 


Send for 
Bulletin 20-F 


Manufactured and Sold in Canada by 
Kipp-Kelly Limited, 
68 Higgins Avenue, Winnipeg 


The 
Haines Feed Mixer 


(Patented) 


THE GRAIN MACHINERY 


MARION-OGHIO 
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“Why, of course not,” the banker re- 
plied. 

‘““Well, you’re in it now,” said the 
dealer, as he picked up his hat and 
walked out. 

* * 


PRESENTED HIS CARD 

Minister: “Let me hear how far you 
can count.” 

Willie: “One, two, three, four, five, 
six, seven, eight, nine, ten, jack, queen, 
king.”—Penford News. 

* * * 

You can’t fool a wise man and it 
doesn’t pay to fool a fool. So why fool 
at all. 

* * 
CORNHAY WEAKLY NEWS 

Quite a commotion prevailed at the 
Cornhay county fair last week when 
Hiram Burns came too close to the 
ferris wheel and got his beard tangled 
in it. 

Lem Jones, local feed dealer, has suc- 
ceeded in getting rid of all the rats in 
his grain elevator, he having extermin- 
ated them by pouring Ira Hicks’ power- 
ful home brew into all of the holes. 

* * * 


BIZNESS IS BIZNESS 


A new 5 and 10-cent store had been 
opened by a man named Cohen. A 
woman came in one day and selected a 
toy, for which she handed the proprie- 
tor a dime. 

“Excuse, lady,” said Cohen, “but these 
toys are 15 cents.” 

“But I thought this was a 5 and 10- 
cent store,” protested the customer. 

“Vell, I leave it to you,” came the 
reply, “how much is it, 5 and 10 cents?” 
—The Dixiegram, Dixie Mills Co. 

2 


MIXED GARDENING 


A feed dealer’s little boy discovered a 
cucumber growing on the vines in the 


garden and ran excitedly into the house. 
“Qh, 


mother, mother,’ he shouted. 
“We've got a pickle on our squash.” 
* * 


PREFERRED WINNER 
Feed Dealer: “What's wrong with 
this chicken?” 
Waiter: “It had a fight, sir.” 


Feed Dealer: “Well, bring me the 
winner.” 


MANNERS BOILED DOWN 
Doctor: “Sit down, sonny, you have 
shown good manners long enough.” 


Small Boy: “It ain’t good manners, 
doctor, it’s a boil.” 


4 
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Feed Dealers Advised to Handle 
Only High Quality Seeds 


Should Encourage Farm Customers to Plant Reliable Brands 
Dr. Munn Discusses Problems at Recent Federation Meeting 


R. M. T. MUNN, director of re- 

search in the seed laboratory, 

New York Experimental station, 
Geneva, in speaking at the winter meet- 
ing of the Eastern Federation of Ieed 
Merchants, urged the members to handle 
only first quality seeds which are adap- 
ted to the climatic and soil conditions 
in their own localities. 

“The experimental station at Geneva 
is working on more than 100 projects of 
which seed control is one of the inost 
important. Weight for weight, seed is 
the most expensive and most variable 
merchandise a farmer has to buy. For 
that reason the feed merchants must 
sell only high grade seeds, and must 
know how to advise the farmers regard- 
ing their culture. 

East Buys Most Seeds 

“The eastern farmers do not raise 
much seed and must buy from others. 
This has caused many unscrupulous 
firms to place on the market seeds that 
were not only of low germination but 
full of weeds. Samples were taken from 
a farmer’s drill and upon analysis, were 
found to be surprisingly inferior. Six- 
ty-six per cent were unfit for planting. 
Some showed as high as 16 kinds of 
weeds in spring grains. 

“In fairness to the customers and the 
continued prosperity of you feed men, 
I cannot urge you too earnestly to know 
the seeds you sell. There are plenty of 
reliable seed firms which are well- 
known. If you buy seed trom unknown 
firms or if you are uncertain about your 
seed, you should have it tested. The 
Geneva station is ready to make these 
tests at little, if any, cost.” 

Seed Tag Explained 

Dr. Munn traced the changing con- 
ditions in seed buying from the early 
days when farmers raised their own seed 
until the present when most eastern 
farmers buy their seed. After the farm- 
ers had been “stung” with seeds that 
were unfit for local soil and climate, 
the state came to their aid and estab- 
lished the seed law. This law should 
enable all dealers to sell alike and all 
farmers to buy alike. 

At this point Dr. Munn produced a 
huge specimen of the seed tag and ex- 
plained its purposes and uses. Every 
parcel of seed must bear the common 
name of the seed. The variety name 
may be added if desired, but is not 
required by law. The purity of the 
seed must be stated. 

Buy Only Best Seeds 

“It often comes to our attention that 
farmers and others sell timothy, clover 
and other seeds without the proper, la- 
bel. This is contrary to law. You deal- 
ers will render the farmers of your sec- 


Federation Members from Western New York and Pennsylvania 


tion a service if you acquaint them with 
this feature of the seed law. Germina- 
tion must be stated on the tag. This 
is particularly important in the bad sea- 
sons such as we have experienced in 
some recent years. 

“Urge your customers to buy the best 
seeds. It would be better for them to 
cut their acreage in half and use high 
grade seed than to waste their efforts on 
large plantings of poor quality seed. 
Oats are frequently offered for sale that 
are unfit for seed. Unless you know 
that the oats you have for sale are satis- 
factory you should not put them on sale 
until they have been tested. To do so 
will work a hardship on the farmer and 
invite mistrust of your honesty. Recent 
tests of oats sent to;the station showed 
only 49 per cent germination. Need- 
less to say, the party who sent them 
in could scarcely believe the results of 
the test, for he thought they were ex- 
tra fine seed oats.” 

Dr. Munn explained the other items 
on the tag that were of less importance 
and then offered to answer questions. 
He was kept busy. The questions of 
general interest follow: 


Weight of Seeds 

Question: Does the weight of the 
seeds have to be stated on the tag? 

Answer: Not under the seed law. I 
recommend that you state the weight 
on all packages, although it is not re- 
quired. 

Tagging and the Law 

Question: I handle seed oats in quan- 
tity. They are stored in a bin and 
drawn as sold. Must every bag be 
tagged or can I hand one tag to the 
farmer to cover the entire purchase? 

Answer: The law says that each pack- 
age must be tagged. It is my opinion 
that if you have the bin tagged and 
hand a tag to the purchaser when you 
deliver the seed, you will not violate 
the intent of the law. 
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Question: Must oats suitable for seed 
be tagged? 

Answer: Yes. 

Question: Even when they are’stored 
in bins and drawn to customers’ bags? 

Answer: Under the law, yes. My 
answer to the earlier question is a per- 
sonal one. If you would comply with 
the law, the bag should be tagged. 


STEVENS MILLING & FEED 
CO., Lacona, N. Y., has purchased the 
plant and feed business of Mrs. Jessie 
Lutz, Mannsville, N. Y., and will oper- 
ate it hereafter as a branch. William 
Reardon will be manager for the new 
owners. 


PARK & POLLARD CO. has an- 
nounced the purchase of the Wellsville, 
N. Y., Milling Co., founded in 1927 by 
Edward Schultheis and Charles John- 
son of Wellsville, and continued by 
them since that time. The business 
has been extended to include branch 
operations in Almond, Andover, Bel- 
mont and Greenwood, N. Y., and Ellis- 
burg, Pa. All this business will be 
taken’ over by Park & Pollard Co. 


EUGENE COLLARD, grain and 
feed broker, was elected president of the 
Buffalo Flour club at its March meet- 
ing, and F. G. Schoenhart, Cargill Grain 
Co., was elected secretary and treasurer. 
A movement was started to change the 
organization name to Buffalo Feed club. 


ORIN KRUEGER, son of Fred 
Krueger, manager of feed sales of 
the Pillsbury Flour Mills Co., at Buffalo, 
has been honored by election as cap- 
tain of the United States Military acad- 
emy basketball team for 1930-31. Young 
Krueger has played a brilliant game at 
forward for the West Point five the 
past two years. 
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Poultrymen Who Raise Prize Flocks 
Favor Commercial Feeds 


Find Ready Mixed Rations Best for High Egg Production 
Dealers’ Cooperation Aids Progress of Chicken Industry 


NE of the outstanding poultry 

sections of the United States is 

the northwestern corner of the 
country, in the states of Oregon and 
Washington. The poultry farmers, fan- 
ciers and breeders in that land of pictur- 
esque mountains and fertile valleys 
know how to feed and what to feed. 
The feed dealers there are filled with 
the spirit of customer cooperation and 
can claim a share of the success that 
has been made in poultry production at 
a profit. 

Uses Commercial Rations 

Let us visit the poultry establishment 
of Louis C. Beall, Jr., a world-famous 
White Leghorn breeding farm, near the 
village of Vashon, Wash., and see how 
he feeds his champions. To begin with 
you will discover that this famous poul- 
try breeder champions the cause of com- 
mercial feeds. He believes that feed 
mixing is a bit too scientific for the av- 
erage poultryman. The convenience of 
commercial mash is another argument 
for its use. 

He starts feeding his pullets a mash 
containing about 5 per cent animal pro- 
tein as soon as their combs start red- 
dening for a start in laying. About two 
weeks later, they usually start laying. 
In addition to the mash, grain is fed 
twice daily in hoppers. This system 
of feeding has succeeded in getting a 
large per cent of the pullets to laying 
early and regularly. A!l layers are 
trapnested for 12 months. The Beall 
standard calls for eggs weighing 24 
ounces to the dozen and these pullets 
must lay 250 eggs annually to be satis- 
factory. As a rule, you will find be- 
tween 1,800 and 2,000 birds in the pullet 
test on this farm. The feeding informa- 
tion gathered on a place of this size 
and reputation! is certainly a feather in 
the cap of the commercial feed manu- 
facturers. 

Beall’s Feeding Advice 

Mr. Beall’s advice, boiled down to es- 
sentials, is this: “Select an established 
brand of commercial poultry feeds and 
use them right, supplementing with 
good grain when needed. Give your 
breeders the regular laying mash dur- 
ing the summer. Extra feed such as 
oil meal, bone meal, or minerals can 
be purchased mixed right in the feeds 
in the proper balance. Start with the 
starter mash, continue with the grow- 
ing mash, give the layers the laying 
mash—and that solves the feeding 
problems.” 

Dealers who handle an advertised line 
of commercial feeds, known to be of the 


By David I. Day 


right quality, need not be afraid of any 
competition and can recommend these 
feeds to the best poultrymen. No 
breeder of White Leghorns in the world 
has studied his business, including feed- 
ing, more than Mr. Beall—and he is a 
regular and consistent customer of his 
feed dealer. 

Another noted Leghorn fancier and 
breeder is J. A. Hanson of Corvallis, 
Ore. Like Mr. Beall, Mr. Hanson has 
shipped breeding stock and eggs all 
around the world. Mr. Hanson has 
birds in every laying contest within 
reach, and his strain is known and ad- 
mired wherever the poultry business is 
followed. 

Trapnesting 4,000 Pullets 

For more than 16 years Mr. Hanson 
has been breeding record-makers. He 
has about 4,000 pullets now under trap- 
nest. His great 50-acre poultry ranges 
are worth traveling hundreds of miles 
to see. He has his feeds mixed, accord- 
ing to his own ideas. The results that 
he is getting justify passing information 
along to feed dealers as to the compo- 
sition of the mashes used on the Han- 
son ranch. 

Until the birds are approximately four 
months old, they have before them at 
all times a growing mash composed of 
the following ingredients: 300 ibs. bran 
and middlings, half-and-half mix, 200 
Ibs. corn meal, 200 Ibs. ground wheat, 
100 Ibs. ground oats, 50 Ibs. fish meal, 
50 Ibs. alfalfa leaf meal, 10 Ibs. dry skim 
milk, 2 Ibs. salt. 

Ideas for Feed Dealers 

In some localities, Hanson's strain 
predominates on all the poultry farms. 
One township in Indiana is recalled, 
where almost every White Leghorn 
flock is of Hanson stock—some of them 
many times removed from the Corval- 
lis ranch but still retaining much of the 
beauty and egg laying ability of the 
original stock. In all poultry commu- 
nities, the feed dealer has two good 
sales ideas from this formula. He can 
mix the mash ready for the hopper or 
sell the materials and provide the poul- 
try dealer with a formula. 

When Mr. Hanson’s poultry reaches 
the age of four months, the growing 
mash is gradually mixed more heavily 
with the bran-middlings mix until, in 
a week or 10 days, the mill-run ingred- 
ient is 50 per cent of the total weight. 
After this time, oats only are fed at 
night and a bran-middling mixture in 
the mornings. The usual method is to 
give the flocks enough mill-run to last 
until noon. At night 1% gallons of oats 
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are fed per each 100 fowls. This sys- 
tem is followed through the summer. 
About September, the birds go on a lay- 
ing ration. 

The laying mash used by: Hanson is 
much like the growing mash. The fol- 
lowing is the formula: 300 Ibs. bran- 
middlings mix, 200 Ibs. corn meal, 200 
Ibs. ground wheat, 100 Ibs. ground oats, 
100 Ibs. fish meal, 50 Ibs. dry skim milk, 
50 lbs. alfalfa leaf meal, 2 Ibs. salt. 
In addition to the laying mash, corn 
and oats in equal parts are fed in the 
mornings and wheat is fed at night. 

Good Feeding the Rule 

Throughout Washington and Oregon: 
poultry culture has been brought to a 
high state of efficiency. Most of the 
poultry plants are devoted to the pro- 
duction of eggs, a smaller number grow 
meat chickens, an even smaller group 
of the poultry farms are following the 
lead of the established fancier and 
breeder and: are looking for more breed- 
ing stock patronage. 

Good feeding methods are the rule 
rather than the exception. Some follow 
the philosophy of the commercial feed 
manufacturer, others use mill-mixed 
goods. The day of the home mixture: 
is about over in that progressive poul-- 
try section. The trend seems to be 
definitely in the direction of the ad- 
vertised brands of commercial starters. 
growing and laying mashes. That is 
especially noticeable on the medium- 
sized poultry farms, depending largely 
upon egg production. One such breed- 
er and egg producer expressed the pre- 
valent idea of his locality when he said: 
“IT am no chemist—but I want a proper- 
ly balanced feed. I know of nobody 
safer than the big advertising feed man- 
ufacturer. He can’t afford to gyp any- 
body—too much at stake.” 


Poultry Stock Important 
A few weeks in Oregon and Wash- 
ington is a revelation to a cornbelt man 
in many ways. The way the poultry- 
men are keeping pace with modern 
thought in feeding is one of them. Some 
of the hundreds of good poultrymen in 
that country might be quoted if space 
permitted to show that next to good 
blood nothing is more important than 
good feed. The way the feed men and 
poultrymen are working together, 
throughout the Northwest, is one of the 
reasons why that part of the country 
ranks among the greatest poultry re- 
gions on the globe. 
Four lessons may mentioned 
among many which the thinking feed 
(Continued on Page Thirty-nine) 
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OYSTER SHELL 


BY PERFORMANCE 


The 1927 and 1928 champion laying hens are 
constant users of Reef Brand. It has helped to 
set records in every part of the nation. 


BY DIGESTIBILITY 
il 


Reef Brand is completely digested in 8 hours, 
4 hours faster than any other oyster shell or 
substitute. 


\ 


BY CLEANLINESS 


Chemical analysis shows Reef Brand to be over 
99% pure calcium carbonate (egg shell material). 
No dust, no waste, no odor. 


O matter what the test may be, Reef Brand Pure Crushed 
Oyster Shell stands out as the ‘‘shell of champion layers.”’ 

Reef Brand dealers are profiting by the heavy demand 
created by the performance of hens using this champion shell. 
Their trade demands it because of its quick, easy digestibility. 


Reef Brand is packed in machine-sewn, 100 Ib. burlap bags and 
in 814 and 3), Ib. cartons. Free from all animal organism. 


Does not attract rats or mice. 


GULF CRUSHING CO., INC, 
NEW ORLEANS 


Bra 


REGISTERED (IN U.S. PATENT OFFICE 


PURE CRUSHED OYSTER SHELL 
FOR POULTRY 
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Tell the 


When he tells you 
how much good 
his advertising is 
going to do you— 


—tell him that what you want to know is how many 
customers it’s going to reach on the rural route of 
your own community. 


The salesman can tell you if the ad- When a dealer is asked to buy mer- 


vertising is in papers giving a Post 
Office or Town count of circulation. 


Post Office Count of Circulation is 
the dealer’s measuring stick of the 
value of a farm paper in influencing 
sales in his own particular town! 


Stock turnover, as influenced by ad- 
vertising, is strictly dependent on 
a coverage in a dealer’s own particu- 
lar locality adequate to create a buy- 
ing preference at the dealer’s 
counter. 


chandise, in part at least, on the 
strength of advertising, isn’t it rea- 
sonable for him to ask, ““How much 
of this advertising reaches my com- 
munity?” 


Post Office or Town Count of Circu- 
lation brings advertising down to 
brass tacks for the retail dealer! The 
Wisconsin Agriculturist and Farmer 
alone is the only Wisconsin paper 
that gives a Post Office Count of 
Circulation. 


WISCONSIN AGRICULTURIST AND FARMER 


Total Circulation Over 180,000 Weekly 


RACINE, WISCONSIN 


‘“‘The Only Weekly Farm Paper, Owned Edited and Published in Wisconsin”’ 
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Federal Farm Board Marketing Plan 
Branded as “Socialistic” 


Recent Activities Draw Bitter Attack from Many Quarters 
Economic Soundness of Relief System Doubted by Leaders 


ROPOSALS by the _ opposition 

party were viewed with alarm by 

President Hoover prior to _ his 
election because he regarded them as 
“socialistic”. Such business as govern- 
ment operation of huge power plants 
and the usurping of the sacred rights of 
private enterprise were pointed out by 
Mr. Hoover in his New York speech 
as striking at the very foundations of 
American democracy. 

Faced with the necessity of reliev- 
ing agricultural depression in some way 
or other, it is now observed by the Mil- 
waukee Journal that the administration 
through the federal farm board has 
taken “the most thoroughly socialized 
step ever taken in America in peace 
times in dealing with a commodity.” 

Draws Much Comment 

The farm board has been undergoing 
bitter attacks from, many quarters dur- 
ing the past month. The Washington 
Post declares that “unless there is a 
drastic turn in the market, some one 
will be left holding the bag and that 
some one is the farm board and the 
treasury.” The recent snows in the 
Southwest have made the outlook for 
-a bumper wheat crop very favorable, 
and many of those familiar with grain 
markets are of the opinion that July 
wheat will reach the low level cf 95 
cents, Chicago. 

This condition of affairs makes it 
look dubious for the effect the federal 
farm board will have in keeping the 
price on wheat up to $1.18, which was 
the price “pegged” by the board last 
October. The Washington News 
prints the following comment on the 
present situation: 

“The Hoover administration appealed 
to all business interests, including the 
grain trade, to support its efforts to pre- 
vent further declines in the price of 
wheat, adopting tactics similar to those 
employed after the stock market crash 
last fall. President Hoover, 
through Chairman Legge, has thrown 
the administration squarely behind the 
policies of the federal farm board which 
have been attacked by the grain trade 
and boards of trade as unlawful. 

Board’s Work to Continue 

“Legge said, flatly, that the board's 
activities would be continued.” 

The problem of surpluses is getting 
to be more and more the subject of in- 
terest and seems likely to be the factor 
which will mean success or failure for 
the farm board. There are those who 
believe that the methods employed con- 
tribute to increasing the surplus rather 
than eliminating it. For instance, the 
Washington Post says: 

“ ‘Surplus’ 1s the important considera- 


tion with respect to farm relief. The 
surplus has depressed the price. The 
surplus must be controlled if farm re- 
lief is to be made effective. When the 
farm board attempts to improve the 


marketing machine, a desirable under- 
taking of itself, and when it sets out to 


W. G. Kellogg 


Mr. Kellogg, formerly of Milwaukee, cap- 
tains the farm board field forces in the grain 
trade as head of the $20,000,000 Farmers 
National Grain Corp. 


‘peg’ prices, it is contributing to build- 

ing up further surpluses. At present, 

a situation exists that threatens to lead 

to majcr disaster for the board. It may 

clear away, but it will leave farm re- 

lief as much of an enigma as ever.” 
Affects Foreign Output 

It is apparent that the recommencda- 
tions by the beard to curtail the pro- 
duction cf wheat is not only a lure to 
the individual farmer in America to 
“privately” go out and plow up a few 
more acres and grow a bigger crop but 
is also having the same effect upon for- 
eigm wheat growing countries. An As- 
sociated Press dispatch from Canberra, 
Australia, relates that Parker Maloney, 
federal minister cf markets and _ trans- 
port, insisted that the Australian gov- 
ernment was on the right irack in urg- 
ing farmers of the commonwealth to 
grow more wheat. 

His statement was made in the course 
of comment on cabled reports fram the 
United States that the farm board had 
advised American farmers to grow less 
wheat. He insisted that this advice did 
not indicate a fallacy in the Australian 
government’s policy. 

“In any event,” he added, “the effect 
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of the advice to American farmers must 
be to raise the price and thus benefit 
Australia.” 

The San Diego Union is unwilling 
as yet to say that what the farm board 
is doing is not economically sound. That 
paper suggests that, “having consented 
to invest half a billion dcllars in farm 
relief, we should not be too eager to 
call it a failure.’ The Syracuse (N. 
Y.) Post-Standard sees brightness in 
the farm board’s) activities, and asserts: 


Buying to Continue 

“There is no reason for criticising the 
action taken to stabilize the wheat mar- 
ket. It is indeed a matter for congrat- 
ulation that the government now has 
machinery for stabilizing one of its 
greatest industries.” 

This paper does not explain exactly 
what it means when it refers to the 
wheat crop as one of the government's 
industries. It would seem that on the 
basis of this statement, that the Mil- 
waukee Journal’s observation of the so- 
cialized methods of the farm board are 
not far amiss. 

Mr. Legge seems to think that drastic 
measures can be brought to bear iif 
prices do not advance. The New York 
Times prints a dispatch from Chicago 
as follows: 

“On account of impending congestion 
of grain on many terminal markets, and 
the at least measurable passing of em- 
ergency in grain prices,’ Mr. Legge 
stated, “we will discontinue buying 
grain on the arbitrary loan price basis 
which was established fast “ctober. 
Farmers National Grain: Corp. will con- 
tinue to make loans to cooperatives on 


the present crop, however, until July 
Will Not Export Wheat 
“Mr. Legge further stated that the 


Stabilization Corp. would continue to 
buy grain at prevailing market prices, 
and if a situation should arise that de- 
manded taking grain off the market to 
relieve demoralization, this would be 
done.” 

The Stabilization Corp., according to 
an Associated Press report, has defi- 
nitely declared that it would not ship 
any unsold wheat to European markets. 
There is a feeling that this policy may 
have the effect of bouying uy the wheat 
market. 

In the meantime, farmers. and the 
grain trade alike are waiting with in- 
terest and anxiety to see just what the 
farm board will do. Some blame it 
for the present depression of prices. 
Some say, that prices would have been 
still lower had the farm board not 
“stemmed the tide”. It is still much 
of a controversy. 


Page Seventeen 


4 
4 
| 
} 
| 
q 
i 
q 


GUTTENSTEIN PHOTO 
A.L. Flanagan 


New Officers Nominated 
By Milwaukee C. of C. 


At the annual caucus of the Milwau- 
kee Chamber of Commerce, held March 
22, the following were nominated as 
candidates for the various offices: A. L. 
Flanagan, Frazier-Smith Co., Ltd., pres- 
ident; Edward lLaBudde, LaBudde 
Feed & Grain Co., first vice-president; 
Otto R. Sickert, Deutsch & Sickert Co., 
second vice-president and H. A. Plumb, 
secretary and treasurer. 

Candidates for the directorate are L. 
J. Beck, W. G. Moorhead & Co.; J. 
Walter Rice, Froedtert Grain & Malt- 
ing Co.; Frank J. Phelan; W. A. Hot- 
tensen, W. M. Bell Co., and J. Victor 
Loewi. Three of these candidates will 
be chosen as directors. 

Three are to be elected as members 
of the board of arbitration from the fol- 
lowing: John C. Hensey; Joseph Scha- 
ber, W. M. Bell Co.; William Eiteneier, 
Owen & Bro. Co.; Charles F. Cough- 
lin, Riebs Co.; A. E. Bush, Cargill Grain 
Co.; C. A. Houlton, LaBudde Feed & 
Grain Co. 

A. L. Johnstone, Johnstone & Tem- 
pleton Co., retiring president, was nom- 
inated for a one-year term on the board 
of appeals and Thomas Corcoran, Cor- 
coran Bros. Co., and S. G. Courteen, 
Courteen Seed Co., for a two-year term. 
The election will be held April 7. 


A. H. OTTO, Sussex, Wis., has pur- 
chased the interest of Geo. Neumueiler 
in the Neumueller & Marden flour and 
feed store. He was formerly associated 
with the Moorman Mfg. Co., Quincy, 
Ill. 


CARL CARLSON, Almelund, Minn., 
has purchased the feed store of S. A. 
Berg. 


LOOMIS AT UNION GROVE 

Farmers Cooperative Elevator Co., 
Union Grove, Wis., has increased its 
capital stock to $40,000, according to 
M. R. Loomis, secretary and manager. 
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Eastern Federation Concludes 


Successful Season 
By W. A. Stannard 


HE Eastern Federation of Feed 
Merchants has had one of the 
most successful periods in its 
history since the summer meeting. The 
membership has steadily grown and the 
interest and enthusiasm of its members 
have made possible many achievements. 
In order to convince the legislators 
and others who would upset the proved 
methods of feed distribution or the im- 
portance of the retail feed business a 
survey of the members was made. While 
the survey is not yet completed sufficient 
reports have been received to permit a 
fairly accurate estimate of the items 
involved. The summary follows: 
Number of customers of federation 
members, 187,612. 
Number of customers who are farm- 
ers, 129,320. 
Value of buildings and equipment ex- 


clusive of merchandise, $14,516,790.88. 
Average inventory of merchandise, 
$9,820,280.48. 


Total annual business, $68,091,144.68. 

Total of notes and accounts receivable 
$11,011,955.44. 

Surely, this is an imposing array of 
figures that challenges the thought of 
every feed merchant as well as those 
who would tamper with established 
trade practices. 

Cod Liver Oil License 

With the increasing use of cod liver 
oil for poultry feeding the federation 
favors some act that would require all 
oils sold in the states it represents to be 
licensed and guaranteed as to purity 
and vitamin potency. 

The state department of agriculture 
and markets in New York has been 
asked to set up some method of re- 
quiring the license and guarantee and 
of enforcing them. Before asking the 
legislature to act on the matter it will 
be carefully studied in conjunction with 
all other organizations interested. 

The New York state department’s ap- 
proval has been obtained on a plan for 
handling the licenses on poultry feeds 
using cod liver oil. If a brand is 
licensed in which oil is included for a 
limited number of months the dates on 
which the oil will be added may be filed 
and separate tags used to designate the 
feed with oil and without oil. This 
saves the necessity for two licenses. 

The federation members have never 
had a registered trade slogan that could 
be used in general advertising. Almost 
every other trade association has found 
such a slogan beneficial. Members are 
asked to submit their recommendations 
for a suitable slogan. 

Favor Code of Ethics 

While the by-laws of the federation 
outline certain requirements of mem- 
bership that might be called a code of 
trade ethics, drafting of a distinct code 
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of ethics that would stimulate fair deal- 
ings, better understanding between mer- 
chant and customer and between mer- 
chants themselves has never been seri- 
ously considered. That the federation 
join with other retail feed organiza- 
tions in drafting such a code of ethics, 
is recommended. 

A bill has been introduced in the New 
York state senate and assembly asking 
for a reduction of the license fees on 
feed brands from $25.00 to $5.00. 

The department of agriculture and 
markets is expected to oppose such a 
radical reduction but it is believed that 
they would approve a reduction in the 
fees to $10.00 to strictly retail mixers. 
The opposition of the department would 
be based on loss of revenue which even 
now is not sufficient to cover the cost 
of collecting samples and making the 
analyses. Berne A. Pyrke, commission- 
er, is studying the matter and will make 
a report soon. 

Cooperative Law Studied 

Believing that the present state and 
federal cooperative laws are discrimina- 
tory a committee will be appointed by 
the officers to make a complete study 
of them and furnish a report at the next 
meeting of the executive committee. 
This study is not aimed at destroying 
any benefits that might accrue to the 
farmer but rather to so control the co- 
operatives that the farmers may be 
more satisfactorily served without dis- 
crimination to other established busi- 
ness. 

Since the summer meeting the federa- 
tion has been conducting a contest to 
obtain the most satisfactory plans of 
advertising retail feed business and for 
merchandising the feed. Awards will 
be made at the summer meeting in June. 
The contest closes May 31. 

Material collected will become the 
property of the federation and will be 
available to its members. Already many 
dealers have submitted their pet meth- 
ods with a complete description of how 
they have been applied to their business 
and with what results. 

This material will be of inestimable 
value to the trade as a whole as it will 
provide new methods to stimulate busi- 
ness and will tone up the methods of 
merchandising. 

The officers have spent unlimited time 
in following legislative matters and 
trade tendencies. The president espec- 
ially has given generously of his time 
and should receive hearty appreciation 
for his enthusiastic championship of the 
trade welfare. 


H. E. BABCOCK, general manager 


, of the Cooperative Grange League fed- 


eration, Ithaca, N. Y., has been elected 
a trustee of Cornell university. 
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SIMPLE, COMPLETE 
AND MAGNETICALLY 
AUTOMATIC .... 


. » » » No Mechanical 
Contraptions Wanted 
or Needed 


The Stearns Type FT High Duty Magnetic 
Separator is simple, complete and magnetic- 
ally automatic; it is entirely free of all me- 
chanical contraptions, (sometimes necessary 
to the successful operation of equipment of 
this nature). It requires no special pulleys, 
belting, ropes, chains or other devices. 


The complete separator, as illustrated, is at- 
tached directly to feed table. When tramp 
iron has collected it is released by cutting off 
current which automatically springs the trap, 
dropping collected iron and preventing its 
dispersal into the grain. Turning on current 
magnetically closes the trap; no resetting 
device of any kind is needed. 


The Stearns Type FT is the only magnetic 
separator of its kind possessing this remark- 
able, magnetically automatic feature, fully 
covered by pending patent application. It is 
purposely made simple and compact for the 
needs of small flour and feed mills, and pro- 
vides positive protection against the dangers 
of tramp iron. 


Get the complete facts, return the coupon. 


Write for this valuable bulletin 
on Magnetic equipment for flour, 
feed, and cereal mills. 


yopen. ut 
by 
switc re- 
leases Beep: collected 
fon is dropped 
ammer mill 


tion. No 
devices re 
set trap. 


Separator with tral 
closed. Closing itch : 


automatic 
trap into ‘posi- 


Provides Positive Prctection against Tramp Iron. 


STEARNS _ 


MAGNETI Cc SEPARATORS 


eo 


MAGNETIC MFG. CO., 277 23rd Ave., Milwaukee, Wisconsin. 
| Please send me Bulletin 90 and facts ‘on Typ: FT Separator. 


| Name 


| Company 


} 
| Width of Spout 


Capacity 


Electric Current 


| Kind of Material 


| Address 


City 


DC Voltage 


State 
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hee so many competitive feeds on 
the market, and so many alluring 
offers to feed dealers to change lines, there 
must be some mighty good reasons for 
Quaker’s continuous popularity with 
Quaker dealers. 


To maintain its high place in the good 
will of its dealers, Quaker does much 
more than assure quick, sure profits— 
low inventory—rapid turnover. It makes 
a complete line for which there is a large 
and ever-increasing demand. It offers the 
highest quality, and quality in Quaker 
Feeds is based on the best of materials, 
the best formulas and the most exact- 
ing tests made on its two large experi- 


in and year 


Quaker Dealers are 
Satisfied Dealers! 


ment farms. Those things hold customers 
and make new ones. 


Then too, Quaker ships promptly (flour 
and feed in the same car), gives the dealer 
every possible sales cooperation, and 
sendscustomers to his store through pow- 
erful national advertising. Those are 
only a few of the reasons why year in and 
year out, Quaker dealers are satisfied 
dealers. Their customers are always. 
satisfied too. 


Why not be one of the happy family of 
Quaker dealers? Let us tell you why, in 
almost every community, the best feed 
dealer is a Quaker dealer. A card will 
do. Post it today. 


THE QUAKER OATS COMPANY, Chicago, U. S. A. 


BUY QUAKER to “8 IN STRIPED SACKS 


THE FEED BAG—APRIL, 1930 


af 4 0 
MEAL RY RATION 


TELL THE TRUTH Dealers who expect to remain in 
IN ADVERTISING business and to retain the confid- 

ence and good will of their commu- 
nity cannot afford to trifle with misleading advertising. It 
may fool a small group of purchasers on one occasion but 
its after-effects will remain a serious drawback. 

Reports recently came to The Feed Bag of a dealer 
who advertised 18 per cent mash at $2.65 per 100 lb. sack. 
When the customer came into the store, however, he dis- 
covered that none was to be obtained. Instead, the dealer 
explained a method whereby the patron could purchase 100 
ibs. of 24 per cent egg mash at $3.30 and, a 100 1b. bag of 
cornmeal for $2.00 and by mixing them together obtain 200 
pounds of 18 per cent mash. The total cost, he further ex- 
plained, would be $5.30, or $2.65 per 100 pounds, the adver- 
tised price. 

While this dealer may have acted in good faith, his plan 
of attracting trade deserves severe criticism. Foremost 
among the factors in business are truthful advertising and 
the good will and satisfaction of the customer. 


Those who read the announcement that they could ob- 
tain 100 pounds of 18 per cent egg mash from the dealer 
came to the store believing that they could purchase the 
feed outright, since no explanation of the dealer’s method 
of mixing corn meal with the mash was given. They were 
plainly misled by the advertising and the dealer not only in- 
jured himself but the entire feed industry suffered. For it 
is possible to fool some of the people some’ of the time but 
you cannot fool all of them all of the time. Once their 
confidence in you is destroyed it is seldom won back. 

It would have been correct, and perhaps good merchan- 
dising for the dealer to explain how it was possible to pur- 
chase an 18 per cent egg mash for $2.65. But to announce 
outright that the mash could be purchased at that price was 
plainly misleading. 

Let us hope that the dealer who made this mistake will 
avoid similar errors in the future and .that others will profit 
by his experience. The cardinal principle of sound, success- 
ful business is truthful advertising. Do not violate it. 


CENTRAL CONVENTION Preparations for the Central 
JUNE 16, 17 Retail Feed association con- 

vention to be held at the 
Schroeder hotel, Milwaukee, June 16 and 17, are well under 
way. Officers and committee members are getting an early 
start to make the annual meeting the biggest and best ever 
held. 

One of the business features of the program will be the 
consideration of a code of ethics. The committee, headed by 
Rudy Opsal, is busy drafting a set of trade rules which will 
be submitted for the approval of the dealers at the conven- 
tion. Other industries are adopting codes of ethics with suc- 
cess and the association feels that the movement will be of 
great benefit to the feed trade. Every dealer should be 
present to add his suggestions for making the code most prac- 
ticable. 

L. J. Hartzheim, president, and David K. Steenbergh, sec- 
retary of the association, are planning a series of district 
meetings which will be held throughout Wisconsin and nor- 
thern Illinois between now and the convention dates. Local 
problems will be discussed and helpful, interesting programs 
are to be arranged for each meeting point. During the dist- 
rict gatherings, new members will be solicited. Every dealer 
who is not a member of the association should mail his ap- 
plication to the association office or have it ready when the 
officers of the organization make a call at his office or when 
the call for new members is made at the! district meetings. 
Now, more than ever before, the feed industry needs coop- 
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eration and the mutual help of all of its members. A good 
plan for a dealer to follow is to enroll.in the association dur- 
ing the next few weeks and to attend the convention as a 
full fledged member in June. He will immediately become 
acquainted with his fellow members and with, the work of 
the organization and will learn what it can do to help him. 

Several changes in the constitution and by-laws of the 
association are expected to be made this year. The executive 
committee is now drafting the amendments which are to be 
put to a vote at the convention. New developments in the 
industry make the changes necessary. 

The convention program committee assures dealers that 
they will be well repaid for their visit to Milwaukee. New 
features, a staff of speakers who will impart valuable infor- 
mation on all phases of the feed industry and an abundance 
of wholesome entertainment are promised. The program will 
start without delay on Monday morning and will continue 
until the lights are turned out on Tuesday. 

Dealers are advised to drive to Milwaukee Sunday to be 
here early for the opening day. The Schroeder hotel man- 
agement reports that many reservations have already been 
made and advises those who plan to attend the convention 
to arrange for acommodations as soon as possible. 


HOW TO BOOST Prices which the farmer receives for 
MILK PRICES milk, in a large measure, determine 

how much money he will be able to 
spend for feed. The dairy industry is now suffering a seri- 
ous depression and unless conditions are improved the slump 
will affect the dealer's business. It is therefcre imperative 
for him to do everything possible to bring dairy prices back 
to their former level. 

Prices of a commodity are largely governed by the de- 
mand. If the dealer can help to increase the consumption 
of dairy products, by using them himself and by encourag- 
ing the farmers to consume more of them on their own tables, 
he will be performing! a real service for agriculture and will 
be protecting his own business. Investigation has revealed 
that the low prices of butter, and consequently milk, pre- 
vail because consumers are buying too many substitutes. 


'Oleomargarine is the chief transgressor. 


What can I do to improve the situation, the dealer may 
ask. The Feed Bag suggests an effective method: 

Go to the grocers of your town and offer to supply them 
with coupons of various denominations. Butter is now 43 
cents a pound while oleomargarine sells at 23 cents. The 
difference is 20 cents. When a farmer comes into the grocery 
and asks for oleo, request the grocer te encourage the cus- 
tomer to buy butter instead, offering him the rebate of 20 
cents in your coupons. The farmer may then take the cou- 
pons to your store and apply them as 5 per cent of the pay- 
ment on a cash purchase of feed. 

Supposing that the purchase of poultry feeds amounts 
to $8.00 and the customer has two 20 cent coupons. He 
can present them to you with $7.60 in cash in‘full payment. 
The value of coupons redeemable at any one time should be 
limited to 5 per cent of the total cash purchase at that time. 

This plan is effective in many ways. In the first place, 
it will encourage the farmer to buy a dairy product and con- 
sequently to increase the price of milk. It wil bring him to 
your store to buy feed because the coupons entitle him to a 
discount. It gives you an opportunity to do something con- 
structive toward helping the farmer out of the dairy price 
depression. The grocers should be willing to cooperate since 
his success as well as yours depends upon the prosperity of 
the customers. 

Put this plan to work and you may rest assured that 
you have done much to help the farmer and to promote your 
own business. 
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This Min Grouna More Qats 


Miracle Ace Hammer Mill 


than 


Ask for booklet 
describing this 
unusual hammer 
mili. It’s called 
“THE ONLY 
WAY a 
MAKE FEED.’’ 


Write for our 
booklet — ‘‘THE 
RAC: 
SWEET FEED 
SYSTEM.” 


were ever ground before! 


Cost 35c Per Ton Per Year 


NO. 3 Super Miracle Ace Hammer Mill ground 
oats at the rate of twenty-two hundred 
pounds per hour through a 1/16!'' screen with a 50 
h.p. motor using only 1.56 K. W. of electricity per 
hundred pounds. 


No other hammer mill has ever before or since 
ground oats through a 1/16'' screen using so little 
horse power. The Nielsen Engineering Company 
Survey No. AM-51-WM tells of this remarkable 
performance. Ask for it. 


35c Per Ton Per Year 


A. Grams & Sons at La Crosse, Wisconsin, using 
the same size Miracle Ace Hammer Mill with an electric rate 
from six to two cents per K. W. ground all kinds of feed—oats, 
ear corn, barley, alfalfa, etc., with an average for one year of 
only thirty-five cents per ton. 


The profits you make always depend on what it costs you in 
horse power, or K. W. of electricity to grind 100 pounds of any 
material. The Miracle Ace Hammer Mill will give you the 
largest profit. 


Get Sweet Feed Profits 


You can make and sell all the sweet, or molasses, feed sold 
in your community. It’s just as easy to make the best of sweet 
feeds as it is to grind feed. 


THE MIRACLE COLD MOLASSES PROCESS—the greatest advance 
ever made in the manufacture of feeds. In your mill it will bring 
trade to you for miles 

past other mills. The 

process is fully protected 

by patents, so you are 

guaranteed against any 

accounting for profits on 

account of patent  in- 

fringement. This proc- 

ess is making money for 

its owners in 44 states— 

it will do the same for 

you. Sold on terms that 

will enable you to pay 

for it out of profits. 


THE ANGLO AMERICAN MILL Co. 


The World’s Largest Builders of Grain Grinding 
Machinery 


270-300 Kennaday Avenue 
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Molasses Agitator 


This is No. 1 size. Capacity 2500 Ibs. per hour. 
We build it in five standard sizes up to 20,000 
Ibs. per hour, then in any capacity to order. 


Owensboro, Ky. 
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Merchant Builds 


Big Business 
By Application 


Ot 4 


O start with a small warehouse 

and in five years increase the 

business so that three ware- 
houses and a mill are taxed to handle 
it, is an achievement that merits at- 
tention. 

Harold Hilderbrand, Schenectady, N. 
Y., claims that four rules which he has 
persistently followed are largely respon- 
sible for this business expansion. He is 
sure that any other retail feed merchant 
who will use them faithfully can accom- 
plish the same results. 

Business Carefully Studied 

When Mr. Hilderbrand took over the 
active management of the business five 
years ago from his father, James G. 
Hilderbrand, he was told that the feed 
business was on the decline, and he 
could expect a diminishing income tax 


report. When he began to make a 
survey of the territory the old timers 
tapped their heads. They knew the 
business wasn’t to be had. 

When the survey of farms had been 
completed, Mr. Hilderbrand then began 
a careful examination of every item of 
the business. He wanted to learn what 
his customers asked for, what lines were 
profitable, what new merchandise could 
be added to boost business. Out of 
these studies came the four rules of 
business building that have been as 
magic to the Schenectady feed man. 


Know Merchandise and Patrons 

First, Mr. Hilderbrand will tell you, 
a complete knowledge of the business 
is necessary. This includes a personal 
acquaintance with the trade to learn of 
their interests and requirements. Every 
item of merchandise handled should be 
thoroughly understood so that custom- 
ers may be given expert advice as to 


Rules 


its use. 
Mr. Hilderbrand attends trade conven- 
tions, and visits other feed merchants to 


“talk shop” with them. He reads. ali 
the books on the subject of feeds and 
teeding that he can lay his hands on 
and subscribes to the better trade mag- 
azines. Whenever there is a meeting of 
poultrymen or dairy farmers anywhere 
near Schenectady he is sure to be pres- 
ent. 


“We are sure to grow stale unless 
we mingle with our competitors, our 
prospects and our customers,” he says. 

His second rule is to continuously 
search for new products and new ideas. 
When he discovers something that he 
believes will benefit his customers he 


immediately starts a chain of tests and. 


inquiries to determine its actual value. 
When he is satisfied that the product 
will aid his customers to increase their 
profits, he is quick to stock it. 

“Take my poultry mashes, for in- 
stance,” he will tell you. “As soon as 
I learned of the advantages of such in- 
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An atmosphere of progress and bustle pre- 
vails at the Hilderbrand feed establishment. 
Harold Hilderbrand stands at extreme right 
before the store. 


gredients as buttermilk, cod liver oil 
and fish meal, I began experimenting 
with them. At the same time I sought 
information from those who were us- 
ing them. My customers have appre- 
ciated this demonstration of interest in 
their welfare.” 

When molasses in dairy feed became 
popular, Mr. Hilderbrand added an elec- 
trically heated molasses equipment to 
his mill. He heard about some disin- 
fectant that poultrymen had found valu- 
able and hardly slept until he found out 
where it could be obtained. 

“Yes, a ceaseless search for new ideas 
and new products surely convinces your 
customers that you are in business to 
help them and it builds trade,” he said. 

Always Carry a Complete Line 

To always carry a complete line of 
merchandise is Mr. Hilderbrand’s third 
rule for business success. He mixes sev- 
eral dairy and poultry rations but he 
also carries popular lines of commer- 
cial feeds. His shelves are well stocked 
with farm remedies. Fertilizer, seeds, 
hay and straw are listed on his quota- 
tion cards. To keep his force busy at 
all seasons of the year he handles coal, 
cement and building supplies. 

“My customers appreciate this diver- 
sified line,” he will say enthusiastical- 
ly. “When they come for some feed 
they save time by taking along some 
cement or roofing or other merchan- 
dise they need.” 

Advertising is the final rule for build- 

(Continued on Page Thirty-seven) 
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W.C. Johnson of Winsted, Conn., with prize 
winning Ayrshire Heifer ruised on Larro, 


oyalty—Stability— 


Permanence 


Count, if you will, the brands of feed that have been sold in your 
community during the last 18 years. Any number of them has come 


and gone. Few—if any—have stood the test of time with ever- 
increasing business. 


Now get the Larro contrast. 


Eighteen years ago E. Manchester and Sons of Winsted, Connecticut, 
started building volume with Larro. Their volume is still growing. 
Larro customers stay by year after year. Larro builds confidence 
and loyalty. Its popularity is stable and permanent. 


Ten years ago W. C. Johnson of Winsted, Connecticut, started 
buying Larro. He is still using Larro—still recommending it to his 


neighbers—still doing business with his Larro dealer—E. Man- 
chester and Sons. 


Hundreds upon hundreds of similar cases demonstrate the con- 
fidence cf dealers and feeders alike in Larro—confidence that 
means permarence, stability and growth. 


Fill in the coupon below and secure all the facts about the profit- 
able Larro franchise with its family of good will builders—Larro 
Dairy, Hog, and Poultry Feeds and Larro Family Flour. 


FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS—DAIRY 


Larro Family Flour 


LARROWE MILLING CO., Detroit, Michigan 
Box 68, North End Station 


] Please tell me more about how Larro will increase my volume. 


Name 
Name of firm 
Street 


Warehouse and Mill of E. Manchester and Sons, Winsted, Conn, 
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Charge Accounts Are Reduced $5,000 
In Less Than 60 Days 


Christian Breisch Co., Lansing, Mich., Adopts Effective System 
10 Per Cent of Previous Six Months’ Sales 


Limits Credit to 


HRISTIAN BREISCH  CO.,, 
C Lansing, Mich., has solved its 

credit problems by adopting a re- 
strictive system which went into effect 
February 1. The firm operates 11 ele- 
vators and within less than two months 
has reduced its charge accounts more 


than $5,000. 


After a study of the books last Janu- 
ary, the company discovered that it was 
overburdened with credit and that some 
remedy must he found to reduce the 
charge accounts if business was to be 
successfully continued. The firm’s bank- 
ers were consulted, and they advised a 
system whereby credit could be gradual- 
ly eliminated according to a definite 
scale of reductions. The plan was 
adopted, and is working well and pav- 
ing the way toward a cash basis. 


Sales Vclume Limits Credit 


The credit reduction method is based 
on the past volume of business. Sales 
from July 1 to December 31, 1929 are 
computed and a limit of 10 per cent 
of the total amount is set as the maxi- 
mum credit that can be granted to cus- 
tomers during the following six months 
from January 1 to July 1, 1930. Sup- 
pose at one of the elevators, for ex- 
ample, the firm had a total sales volume 
of $20,000 from July 1 to December 31, 
1929. During the six months follow- 
ing, the manager would be allowed to 
sell only $2,000 worth of goods on cred- 
it. If the amount was exceeded before 
the six months had expired, he would 
inform his customers that the limit has 
been reached and all future sales will 
be for cash until the outstanding ac- 
counts were again below $2,000. 


Terms for payment are set by the 
managers on a 30, 60 or 90 day basis 
with the shortest possible time encour- 
aged in every case. Under this restric- 
tive system the 11 elevators are on a 
cash basis part of the time and are 
never in danger of getting “too much 
cn the books”. 


How Plan Is Working 


When the plan was started last Feb- 
ruary, two of the elevator stations were 
below the limit and nine were above, 
because of the former credit policy. To- 
day one is slightly $900 over the limit 
as compared to $1,500 which was out- 
standing on February 1. The charge 
accounts were reduced $600 within a lit- 
tle more than one month. Another of the 
elevators is only $150 over its limit as 
compared to $300 when the plan was 
introduced. Accounts at two of the sta- 
tions have been reduced $100 below the 
allowance and seven have shown a sub- 
stantial reduction. The charge accounts 
for all of the elevators have been cut 


down $5,000, and the owners are more 
than convinced that their credit prob- 
lem will henceforth be solved. 

None of the managers of the stations 
is allowed to take notes or mortgages 
in payment of goods. The firm feels 
that these features should be handled 
by the banks. The buyer's signature is 
required in duplicate on every charge 
slip and this, the company believes, is 
as good as a note and is not as easily 
dodged by renewal. 

Customers, to whom credit is extend- 
ed, are judged by their past perform- 
ances. If they have a goed record for 
prompt payment, and the limit allowed 
the elevator has not already been exceed- 
ed, they are gladly carried on the books. 
It’s strictly cash, however, for the “slow 
pay”, irresponsible customer. 

Cash Business Increasing 

Under the credit reduction plan, the 
company has the problem under direct 
control. It is gradually educating its 
customers to pay cash. Charge accounts 
may be reduced to practically nothing 
within a remarkably short time. The 
firm can easily and efficiently move 
from this system to a strictly cash basis. 

In addition to the restrictive credit 
policy adopted by the firm, it offers an 
inducement to its customers to pay upon 
purchase of goods. <A cash price which 
is set approximately 10 per cent above 
cost and expense of the item is offered. 
Those who desire a charge account 
must pay 15 to 20 per cent above the 
cost. and expense of the goods. Addi- 
tional savings made possible by paying 
cash are attractive. The plan has con- 


verted many “charge it’”’ patrons to good 
customers who make immediate pay- 
ment and has greatly reduced the total 
charge accounts for all of the company’s 
units. 

The Christian Breisch Co. has dis- 
covered that it is possible to make a 
fair profit with a 10 per cent margin 
above the cost of the goods and ex- 
pense of handling if cash is paid on 
purchase. The additional margin of 5 
and 10 per cent, added to the price of 


goods taken out on credit, has also 


proved satisfactory in covering the add- 
ed bookkeeping expense and interest for 
time payments. It also provides insur- 
ance against bad accounts. 

“We have had many interesting ex- 
periences since we adopted our. new 
credit system on February 1,” said J. 
E. Maloney, of the firm, and former 
president of the Michigan Grain, Feed 
& Hay Dealers association. “At one of 
our elevators an old customer was told 
that a purchase of about $40 which he 
had just made, could not be charged 
because the manager was already above 
his limit. The farmer immediately 
called attention to the fact that he had 
sold us $3,000 worth of beans last fall. 
‘Surely you did,’ the manager told him, 
‘and we appreciated the business, but 
don’t you remember that I gave you a 
check in full payment immediately.’ 

“Then the farmer was shown that his 
$40.00 purchase would cost $43.50 if he 
charged it, because of our additional 
price for credit. He smiled with satis- 


faction as he wrote out the check for 
$40.” 


New York State May Lower Fee 
For Mixing License 


F a bill, which is now before the 
agricultural committees of the New 
York state senate and assembly, 
meets no obstacles, the retail mixers 
will have to pay $10 for each brand 


licensed, instead of the present charge 
of $25. 


An earlier bill called for a flat license 
fee of $5.00, but it had slight chance of 
passage because of the drastic reduc- 
tion. The attitude of the legislators was 
against anything that reduced the in- 
come below the actual cost of sampling 
and analyzing the feed. 


Harry A. Tellier, sponsor for the bill 
in the assembly, has given much valu- 
able assistance in presenting the matter 
to the department of agriculture and 
markets. Berne A. Pyrke, commission- 
er of that department, has given his ap- 
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proval of the bill which calls for a fee 
of $10 for each brand licensed by a re- 
tail mixer and $25 for wholesale li- 
censes. 

Wheat bran and midds will carry the 
same fee, if the bill is passed. Feed 
mixers and flour millers in New York 
state are watching the bill, hopeful for 
its early adoption. If it is accepted in 
the Empire state, similar license fees 
will be asked in the other states served 
by the Eastern Federation. 

The Wayne County Feed Dealers as- 
sociation has given valuable assistance 
in fostering an attitude favorable to the 
lower license fees. Assemblyman Tel- 
lier, who introduced the bill, is a resi- 
dent of that county. 


O. E. MILLER, Titonka, Ia., is erect- 


ing a new feed mill. 
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| With the Triple Reduction Process 
GUARANTEE 


The Blue Streak Hammer Mill is guaranteed 
unqualifiedly to grind feed better and at a 
lower cost per 100 pounds than any other 
mill now on the market. You are the judge. 


Prater Pulverizer Company 


What Does Leadership 
Mean? PERFORMANCE! 


March 29, 1930. 


You will be interested to know the Blue 
Streak Mill installed in our Saukville 
warehouse is performing well. Our 
customers are pleased with the quality 
of grinding. It does its job fast and the 
cost of operation is surprisingly low. 
Square Deal Feed Stores 


C. R. Marks, Manager. 


Superior performance alone decides leadership, and Blue Streak Mills in their up- 
ward sweep to leadership have won their merits on superior performance alone. A 
meteoric rise in five years because of the new advanced and superior principles of 
hammer mill construction. Blue Streak grinding will bring your customers back 
time after time. They cannot obtain such high quality grinding from any other 


mill on the market. 


The Triple Reduction A Genuine Opportunity 


Process Investigate Blue Streak perform- 
ance. At present prices for custom 
Today, the Blue Streak stands as grinding the Blue Streak owners 


the unqualified leader in the feed .2t€ making big profits. 


grinding field on the basis of 


Send for Our New Custom 


actual proven performance. Low Mill Catalog Today. Buy a 
power costs—big capacity and Blue Streak on the Prater 
high quality ground feed. Convenient Payment Plan. 


PRATER PULVERIZER COMPANY 
817 W. Washington Blvd., Chicago, U.S.A. 


PRATER PULVERIZER COMPANY 
Chicago, U. S.A 


fluffy feed at a low power cost. 


Name 


817 W. Washington Blvd., CLIP THIS COUPON—MAIL IT TODAY 


Please send me your new Custom Mill Catalog. I am interested ina hammer mill that produces 


Firm 


City 


State 
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Successful Group 
Of 4 Stores 
Built Business 
On Cash Basis 


ASH, and nothing else but. 
This is the iron clad policy of 
the Square Deal Feed stores, op- 
crating at North Milwaukee, West Al- 
lis, Saukville, and Germantown, Wis. 
Not a penny’s worth of credit was ever 
granted by any of the establishments 
since the day they opened their doors 
for business. The success of the stores 
is convincing evidence that a cash basis 
system is sound, practicable, and pro- 
fitable. Each of the units has increased 
its volume of business every year and is 
winning and holding new customers. 
Farmers Favor Cash Basis 

An incident recently occurred in one 
of the towns which indicates that farm- 
ers favor a cash basis policy once they 
have learned to pay for their goods on 
receipt. 

It was a winter afternoon and a dairy- 
man had just loaded his sleigh with an 
order of féed from the Square Deal 
store. The competitive dealer, who was 
operating on a credit basis, happened to 
be passing, and stopped to talk with 
the farmer. 

“Where do you buy your feeds?” 
asked the dealer. 

“At the Square Deal Feed store,” re- 
plied the farmer. 

“Why don’t you buy from me?” the 
dealer continued. “I’ll be glad to carry 
you on the books. Over there you have 
to pay cash for everything you buy.” 

No Bills and No Trouble 

The farmer’s reply swept the credit 
dealer off his feet. 

“Thank you, for offering me credit,” 
he said. “But I’lb never start a charge 
account for my feeds again. Before I 
bought my feeds for cash I always had 
to worry about paying my feed bills. I’d 
rather pay cash and be happy.” 

The Square Deal Feed stores, by op- 
erating on a cash basis, have discovered 
that it is far better to sell a smaller 
amount of feed and have the cash for 


it than to merchandise a larger amount |) 
on credit and only hope to get the 
money some day. The former principle 
results: in a definite profit, the latter is 
uncertain and dangerous. 
Problem of Attracting Trade 
When the stores opened for business 
and immediately announced that a cash |q 
basis policy would be followed, the 
problem of attracting trade was more 
difficult than on a credit basis. The |’ 
management realized that more effort 
would be required and decided that the 
best plan to overcome the handicap was 
consistent advertising. 
The first essential was the obtaining The Square Deal Feed Stores have always 


of a good list of prospects, a problem operated on a cash basis. At the upper left 
which was easily solved. The first mail- is the Saukville unit and at the right is the 


; Germantown store. Carl Marks, general 
pieces were sent over the rural routes manager, is in the lower illustration. 
by box numbers. They brought cus- 
tomers into the store and each purchas- 
er’s name and address were carefully 
written on the sales slip. The names 
were then transferred to a card index 
system. Gradually, the list was built up. 
Premiums are offered twice a year 
and announced in the mailpieces. This Delivery Service Eliminated 
is done primarily to bring new people “It is more profitable to do business 
into the store and to obtain new names jin your own store than at the farmer's 
for the lists. It works well. Advertis- door,’ Carl Marks, general manager of 
ing is issued at least once every three the stores reports. “The average sale 
weeks. Large broadsides are alternated may be smaller, but you are relieved of 
with smaller pieces like penny postal many other details and costs. 
cards or mimeographed sheets. “When a feed store is operating on a 
Publish Full Price List cash basis there are too many chances 
The Square Deal Feed Stores were to be forced into a credit transaction 
one of the first organizations to pub- by the delivery system. When the load 
lish complete price lists of all products. is brought to the farmer, he may not 
The management sees many advantages be at home. It is also easy for him to 
in this practice. Among good points of say, ‘Well, I'll be in town next week 
publishing price lists, in their experi-_ and I'll stop in and pay you.’ When a 
ence, was the elimination of dickering dealer has driven all the way out to the 
between the farmer and the manager. farm, he will rather leave the feed and 
The price was set down in black and get his money later. There are too 
white. It left no room forquestioning. many slips twixt the cup and the lip 
Many dealers throughout the country under the delivery system.” 
have increased their business by operat- The money which would be required 
ing a delivery system. They have dis- (Continued on Page Forty-three) 


covered that it is possible to make more 
sales by bringing the product to the 
farmer’s yard. 

The Square Deal Feed stores, how- 
ever, maintain an opposite view. 
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Specially designed ham- 
mers, forced feed air con- 
nection, large grinding 
plate surface and large 
screen surface are some 
of the exclusive Dixie 
features. Feedixie has 
a larger capacity per 
hour pe: horsepower than 
any other grinder. 
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The Feedixie is sold on an absolute guarantee to grind feed 
and grain to any degree of fineness in one operation and at the 
lowest possible cost. Competitive tests have proved Dixie mills 
have lowest operating costs and lowest maintenance costs and 
no Dixie hammermill has ever been returned because it failed 
to live up to the claims made for it. Engineers, with over 30 
years experience in building hammermills, designed Feedixie, 
combining moder grinding principles with exclusive Dixie 
features. Write us about your feed grinding problems and 
we ll be glad to make definite recommendations as to size and 
type of equipment best suited to your needs. 


DIXIE 


4215 Goodfellow Avenue, St. Louis, Mo. 


Chicago Office—236 N.Clark St. New York office—104 Pearl St. 
Pacific Coast Office—2411 E. 26th St.; Los Angeles. 
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Cordell Cultivates His Customers 
Builds Prosperous Business 


Delivery System Improves Service, Provides Contact with Patrons 
Star Buyers Given Most Attention to Develop 


OT many years ago E. B. Cor- 
N dell was a rural mail carrier out 

of Boone, Iowa. Now he is a 
carrier of mill feeds. 

His delivery trucks haul loads of 
feed in all directions out of Boone. Al- 
though he started in the feed store busi- 
ness on the smallest kind of a scale, he 
now has a big brick feed store building 
combining a feed store and mill, and is 
one of the best equipped places of its 
kind in the state. All of the machinery 
is electrically driven by two 20-horse- 
power motors. He uses an attrition mill, 
roller mill, and a single disc for crack- 
ig corn. Supplying feed for the farm 
live stock, especially chickens, is his 
main pursuit, but he has besides worked 
up a good trade in corn meal for sale 
through a large number of stores which 
he supplies. 

Uses Electrical Equipment 

The mill trade has paid for the build- 
ing it occupies, and also for another 
which is now occupied by an implement 
company. It was the policy of attend- 
ing closely to business that enabled Mr. 
Cordell to attain his present success. “I 
began with nothing and I’ve still got 
it,’ Mr. Cordell laughed just for a wit- 
ticism. And then he told of some things 
he had done in order to keep the trade 
coniing. 

“It was some time ago that I coupled 
up my equipment with electricity,” said 
Mr. Cordell, “and then I thought I had 
done it just right. by using two motors 
and a line shaft. Now I have a little 
advice to offer others who may contem- 
plate a mill business. Give every ma- 
chine in the place a motor of its own. 
That will save on the juice. I'd do it 
that way if I were to improve again, 
and perhaps I shall. Then you have 
only to use the little motor that runs 
the machine with which it becomes a 
unit. As it is here one of the big motors 
has to run even if only one piece of 
machinery is needed.” 

Custom Grinding Pays 

Mr. Cordell’s feed grinding business 
is prospering. His store is easy of ac- 
cess to the ‘farmers. They drive straight 
through the building from one side to 
the other. Loads are weighed and are 
automatically dumped into a conveyor 
that feeds the mills. A few feet farther 
on the customer may await the return 
of the ground ration, or, if he desires it 
sacked, that is done for,him by a regu- 
lar sacker device. There must be no 
congestion of traffic if the establish- 
ment is to be held in highest favor with 
the customers, Mr. Cordell rules. And 
the building is back where two alleys 
intersect, and not on the street in front 
where traffic is a problem. The prop- 


erty round-about the building is owned 
by Mr. Cordell and he is not cramped 
for driveways. 

Mr. Cordell declares that the feed 
store men can hardly hope to succeed 
on mill trade alone. He must be ready 
to make deliveries far away in the coun- 
try or else the volume will drop. Mr. 
Cordell uses a light truck for local light 
loads and a larger one for the heavier 
and longer hauls. His son, Roger Cor- 
dell, is the driver who seeks additional 
business for every trip already sched- 
uled. 

Delivery Well Organized 

It is out of the question to lay out 
regular delivery routes and then to fol- 
low them, according to Reger and his 
father. Furthermore, recent enactment 
of Iowa laws governing motor trucks, 
would put the feed mill’s delivery sys- 
tem under the supervision of the state 
railroad commission. So trips are made 
according to the calls for feed or corn- 
meal, the latter from grocery stores in 
various small towns. As surely as a 
regular customer in the country orders 
a delivery order, just as surely Roger 
gets others in that direction on the 


Dealers’ Group May Form 
Credit Association 


live members of the Mutual Millers 
and Feed Dealers association were ap- 
pointed to direct the forming of a credit 
organization at a district meeting which 
was held at the Pipe Creek Inn, West 
Falls, N. Y., March 5. Plans worked 
out by the committee will be submitted 
for approval at the next gathering. 

The March 5 meeting was called for 

the purpose of forming a district deal- 
ers’ club, and the 25 members present 
voted unanimously to organize. Offi- 
cers are to be elected and the by-laws 
and constitution will be drafted at the 
next gathering. J. O. Doty, West Falls, 
was chairman at the meeting. The deal- 
ers voted to organize a credit associa- 
tion to operate in connection “with the 
district club. 
' The committee appointed to make 
plans ior the new credit organization 
includes C. C. Folts, West Valley, chair- 
man, J. O. Doty; Wilson Wilcox, An- 
gola; Lionel True, Springville, and 
Louis Abbit, Hamburg. 


HARLAND FLOUR & FEED CO., 
Minneapolis, has opened a branch store 
at Breckenridge, Minn., and has ap- 
pointed Donald Gore manager. 


PIRK FLOUR & FEED CO., Swan- 
ville, Minn., has remodeled its building 
and installed a feed mill. 
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Big Repeat Orders 


phone and ascertains their needs. The 
plan as a rule insures a full load leav- 
ing town. That cuts down delivery 
costs. It is also an accommodation to 


_the customers who realize that full loads 


mean lower delivery charges for them- 
selves. All feeds are quoted at mill 
prices. Hauling charges are additional 
whether delivery is made in town or out 
a dozen miles or more. The charges 
for hauling into the country are pro- 
rated among all the customers on a ton- 
nage and mileage basis. 

By following such a plan of delivery 
the Cerdells are more careful not to let 
their supplies get too low before a new 
order is given. Regular service is also 
assured. Customers often call up asking 
when the truck is coming their way 
again, and request that their order be 
included. 

Cultivate Star Customer 

At Luther, a small town served with 
cornmeal by the Cordell truck, is a 
poultryman whose account with the Cor- 
dell feed store amounts to an average of 
$2,000 a year. If he should not happen 
to call the store before the truck is 
due to depart, without fail he is called 
by the store men who inquire as to his 
immediate or remote need in poultry 
feeds. Seldom indeed does this man 
have no order to place. He says he 
likes such service. It saves him driving 
away for’ his feeds, something that now 
and then would be necessary were not 
the Cordells watching his interests so 
closely. 

“One might suppose that feeds for 
regular customers could be carried along 
for sale on the way,” says Roger. ‘That 
would make us peddlers in the eye of 
the law, and we'd get in trouble over it,” 
he explained. “So we have the bills for 
everything before we leave on the trip. 
That makes us law abiding and it is up 
to anycne driving a motor truck in our 
state to see that he follows certain rules 
and regulations now in active force.” 

Another care necessary, he said, is to 
haul loads that conform in weights to 
law for the class of motor truck in- 
volved. 

The greatest patronage for the Cor- 
dell feeds is among poultry raisers. 
Farmers also request custom mixing and 
grinding service for cattle and hog ra- 
tions. This provides the opportunity for 
the mill man to sell additional mill- 
stufis. The only item of farm field pro- 
duction that the Cordells have as yet 
made no attempt to grind is alfalfa hay. 
It would need special equipment, says 
Mr. Cordell. Besides stocking a full line 
of commercial feeds, Mr. Cordell pro- 
duces his own brand which he markets 
under the name “Just-Rite.” 
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Good Business awaits | CORNO Feeding Oatmeal 


14.5 Protein 3.9 Fibre 


the Alert Dealer For Mashes and Poultry Fattening 


Feeds—for Pigs, Calves and all 


young and growing animals. Fully 
in spite of the milk surplus and the dairy- equal to Ground Oat Groats and 


man’s consequent desire to keep his feed at 
big saving in price. 
costs at a minimum. 


Remember, the dairyman MUST keep on (CORNO Hygrade Oatfeed 


11.0 Protein 19.0 Fibre 
feeding, milk surplus or no. Your problem Almost as much protein as Whole 


narrows down to keeping on hand the feeds Oats, ground or unground, or 
the dairyman will turn to at a time when ee See 


economy in feeding is his chief consideration. 


CORNO BRAND 


Bu ffalo Corn Gluten Feed Rolled Oats Reéground Oat Hulls 
Steelcut Oatmeal Unground Oat Hulls 
heads the list of a few essential feeds the 


Ground Oat Groats Hominy Feed (7% Fat) 
dairyman will want. Bran, midds, ground 


oats and hominy are others. With these few Minute 
old reliable ingredients a ration can be put || DEPARTMENT 14 CEDAR RAPIDS, IA. 
together that will carry any herd at a mini- , 


mum of expense. 


If you have a batch mixer you can do a FE S Woodworth & Co 
s Us 


nice business putting out low-cost, low- 
MINNEAPOLIS, MINNESOTA 
protein mixtures to your trade. We shall be 


glad to co-operate with you by supplying Offer a complete line of 
special advertising matter for this purpose. M e 
Soames OIL and COTTON SEED 
| MEALS 


either straight or mixed cars. 


23% protein 


guaranteed Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


CORN peopucrs REFINING? 
OFFICES NEW 
We offer: 

Oats, Corn, Rye, Barley 

Write: RATION SERVICE DEPT., and Chicken Wheat 


CORN FEED 


WIRE OR PHONE}. 


Corn Products Refining Co. ATLANTIC 4593 for PRICES 


17 Battery Place, New York City Try Us. You will like our service 
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Commercial Feed 
Manufacturing 


Has Experienced 
Rapid Growth 


APID rise of the commercial 

mixed feed industry from the 

“chopped corn stalk’ era to its 
present magnitude of an estimated an- 
nual output of 10,000,000 tons and the 
evolution of methods of retail distribu- 
tion are described by Herman Steen in 
an article entitled “Mixed Feed” which 
was published in the March issue of 
The Country Gentlemen, national farm 
magazine. Continued growth of the in- 
dustry is predicted. 

Doubling Feed Production 

“The best available figures indicate a 
total production of about 10,000,000 tons 
of mixed feed in the United States last 
year,’ Mr. Steen writes. “This is at 
least twice the volume manufactured 10 
years ago and, in fact, several of the 
leading manufacturers are turning out 
three or four times as much as they 
did in 1919. The trend is so definitely 
upward that it would not be surprising 
if the business doubled again during the 
next decade.” 

Reasons given for the rapid growth 
cf the feed industry are the changes in 
the methods of farming, including the 
increase in the number and size of poul- 
try plants; the tendency of dairying, 
more and more to approach the status 
of a manufacturing enterprise with a 
corresponding decline in the old fash- 
ioned cow business, and the far reaching 
changes in the raising’ of beef cattle and 
swine. 

200 Large Manufacturers 

“Today,” points out Mr. Steen, “the 
American feed industry includes some 
200 feed manufacturers making more or 
less established brands, besides thou- 
sands of batch mixers. Half a dozen 
or so of the manufacturers have devel- 
oped their distribution to the point 
where it is sensational in scope. A 
great many other companies cover from 
one state to a half a dozen states 
apiece.” 

An interesting account showing the 
change of attitude which is taking place 
toward commercial feeds in preference 
to home-mixed rations is given in the 
article. 

“One of my college buddies,” the 
writer explains, “was for years on the 
staff of a leading experiment station in 
charge of livestock work. While there 
he thundered regularly against the use 
of commercial mixed feeds, saying in 
effect that any farmer who bought these 
feeds was a common or garden variety 
of darn fool; that! the right system was 
to buy the ingredients and mix them 


on the farm, using well-known formulas 
that probably were the same as those 
used by the feed companies and that 
this program would save a substantial 
sum for any feeder. 


Industry Wins a Convert 


“Four years ago my friend turned | 


farmer. When I visited him a little 
while ago he was unloading a two-ton 


truckful of a well-known brand of dairy 


feed. I asked him about the preach- 
ments of yesteryear. 


“*My theory was absolutely sound, 
but I didn’t know it would be so much 
trouble to make it work,’ he replied 
with a grin. ‘I can mix just as good 
feeds as any manufacturer, and so can 
anybody else who will take the time to 
learn the fundamental facts of feeding. 
But out here sometimes I can’t get glu- 
ten feed or linseed meal or some other 
necessary ingredient when I must have 
it. Again, I am crowded for time and 
the mixing isn’t done right. The bet- 
ter brands of prepared feeds are uniform 
in quality and content and so I pay 
the manufacturer to worry about find- 
ing the ingredients and getting them 
properly mixed. My idea was all right 
but it was one of those ideas that don’t 
quite work out.’ ”’ 

This experience, it is pointed out in 
the article, is not different in its essen- 
tials from that of thousands of other 
farmers and it tells the story why and 
how the mixed feed industry has grown 
from nothing to an institution of major 
importance in the livestock world in a 
little more than a quarter of a century. 

Blue Sky Days Passed 

“The blue sky days in feed manu- 
facturing, when the business consisted 
of trying to force a product of doubtful 
value upon the livestock farmer, whether 
or not he wanted it, are now largely 
in the past,” the author writes. “In- 
stead, there is a sincere desire on the 
part of most manufacturers to turn out 
a product that will be of real service to 
the feeder and to help him use it to 
best advantage. 

“Not all the blue sky is gone, of 
course. I know one manufacturer who 
buys rain-soaked wheat and other in- 
ferior grains a dozen cars at a clip to 
mix into his chicken feed, and of an- 
other who recently bought a trainload 
or two of ground linseed hulls to re- 
place part of the linseed meal in his 
mixtures. Such practices are, however, 
rated as about on a level with putting 
washers upon the collection plate in 
church. The newer standards of the 
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Feeding Is Becoming an Exact Science. 


feed industry are exemplified by such 
constructive things as the experimental 
farms of some of the larger feed con- 
cerns. Building upon the feeding facts 
developed by the state and government 
experiment stations, these farms are de- 
voted to finding combinations of ingre- 
dients that may bring better and more 
efficient results than any that have been 
previously employed.” 
Effect of Large Cooperatives 

The effect of cooperatives in the re- 
tail distribution of feeds is treated at 
length. Special mention is made of the 
Cooperative Grange League Federation, 
Inc., the Eastern States Farmers Ex- 
change and various farm bureaus. It 
is pointed out, however, that while the 
cooperatives are obtaining a large vol- 
ume of trade, most of the large feed 
manufacturers are now actually doing 
more business in the territory of the 
cooperatives than they ever did in their 
history. 

“The greatest strength of the cooper- 
atives,” the writer points out, “is that 
they have struck squarely at the weak- 
est link in the chain of feed distribu- 
tion—the retail dealer. The coopera- 
tives have generally found it rather easy 
to do the retail job well under the con- 
ventional cost figure. Sometimes they 
do this by reducing the service given 
by the dealer and taking their deliv- 
eries from the car door. Sometimes 
they do it by handling such a volume 
that costs are reduced. Again, they cut 
costs by operating almost wholly on a 
cash basis.” 

The chief points of progress in the 
mixed feed industry are listed as includ- 
ing, first, tremendous improvement in 
the quality of feeds; second, the im- 
proved process of commercial manufac- 
ture as contrasted with the difficulty ex- 
perienced by the farmer in getting pro- 
per ingredients and mixing them cor- 
rectly on his own farm, and third, the 
evident improvements in the field of re- 
tail distribution, including marked re- 
ductions in the cost of retail service. 
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Explains Eastern States Plan 
Of Dividend Payments 


AN you inform me what the East- 

ern States Farmers exchange 

paid its members last year for 
dividends? Also what the shares are 
worth? We have run up against a good 
sized farm which buys entirely of the 
exchange, because as they claim, they 
get a dividend at the end of the year 
which brings down the cost of the feed. 
Are any of the trade meeting this com- 
petition by agreeing to give a rebate at 
the end of the year on the total year’s 
business? This would be the same as 
paying a dividend.—Massachusetts Grain 
Dealer. 

* * 


These questions are of sufficient gen- 
eral interest to warrant an answer in 
the official publication of the New Eng- 
land Retail Grain Dealers association. 
We are sure that many of our dealers 
have exactly this same situation to meet 
and therefore gladly put before them 
the information desired by our Massa- 
chusetts inquirer. 

According to the published report of 
ex-manager John D. Zink, the Eastern 
States Farmers exchange has for dis- 
tribution as a dividend on business done 
during 1929, a total of $71,356. The to- 
tal business done by the exchange iast 
year was $11,922,671. Each member re- 
ceives a dividend in proportion to the 
amount of feed, seed, fertilizer, etc., pur- 
chased, and we find by careful figuring 
that the rate of dividend is slightly less 
than six-tenths of one per cent. One 
who purchased $100 worth of gocds 
from the exchange will receive a 59 per 
cent dividend check. 


The exchange claims, something over 
30,000 customers. The average purchase 
is in the neighborhood of $380 per year 
and the average customer will accord- 
ingly receive about $2.24 in dividends 
for 1929. It seems that any regular 
feed dealer would be perfectly safe in 
agreeing to give a $400 customer a re- 
bate at the end of the year exactly equal 
to the dividend which the exchange 
would pay on the same volume of busi- 
ness. 

In addition to returning $71,355 to its 
members in dividends the exchange is 
also returning an additional $65,000 to 
its members who bought on contract. 
This $65,000 represents a refund of 50 
cents per ton to those who signed con- 
tracts and gave the exchange notes for 
$10 per ton in advance when the con- 
tract was signed. These notes are put 
up as collateral at the Intermediate 
Credit bank which loans the exchange 
up to 50 per cent of their face value. 
No dealer should be concerned over this 
50 cents refund or have difficulty in 
answering any argument concerning it. 
Since the exchange agrees to pay it 
when the contract is signed, it becomes 
a fixed charge and is simply added to 
the price of the feed. This has all been 
naively explained by the Eastern States 
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Cooperator several times. 

There are no shares of Eastern States 
exchange stock. It is a non-stock, non- 
profit organization and this brings up 
the question as to just who owns it 
and where the so-called members would 
get off if the organization were to be 
dissolved. This, however, is a separate 
question and not patent here. 

—L. P. Townsend 


OMAR Flour & Feed store, Ottum- 
wa, Ia., was recently opened for husi- 
ness. Maurice Bennett is the manager. 


JACOB SKIBBA warehouse, Junc- 
tion City, Wis., was damaged by fire 


recently with an estimated of 
$2,000. 


THE DONAHUE-STRATTON 
CO., Milwaukee, will lease and 
operate new storage tanks to be con- 
structed by the Northwestern railroad 
on the present Kinnickinnic elevator 
site. Cost of the project will be ap- 
proximately $700,000, and building oper- 
ations will be started immediately. Pres- 
ent capacity of the Kinnickinnic eleva- 
tor is 1,509,000 bushels. The new ad- 
dition will increase the storage facili- 
ties to 2,000,000 bushels. 


Trade Rules Conference 
In South Sanctioned 


Authorization of,a trade practice con- 
ference for mixed feed manufacturers 
of a group of southern states, has been 
granted by the federal trade commis- 
sion. Charles H. March, commissioner, 
will preside. Mixed feed manufacturers 
of Tennessee, Mississippi, Alabama, 
Georgia, Florida, North and South Car- 
olina, Virginia, West Virginia, Ken- 
tucky, Texas, Louisiana and Arkansas 
are expected to be represented at the 
conference which will be set at some 
future date. 

Among the practices which will be 
discussed are long time contracts, price 
decline guarantees, enticement of em- 
ployees, misbranding, imitation of trade 
marks or trade names, and the use of 
inferior materials and misrepresenta- 
tions. 

The trade practice conference was re- 
quested by the Southern Mixed Feed 
Manufacturers association following the 
organization’s annual meeting at Mem- 
phis last fall. E. P. MacNicol, secre- 
tary of the association, and many of 
the southern manufacturers are now 
urging the federal trade commission to 
call the trade practice conference at the 
earliest possible date. They are sug- 
gesting Memphis as the most logical 
point for the conference. 


W. E. KILKER, Forreston, IIl., has 
purchased the feed mill of Alfred Basse. 


Tramp Iron Is Costly Hazard 
For Feed Mill Owners 


OUNDS and pounds of tramp iron 

are delivered to the country feed 

mill each year to be ground up 
with the grist, and in many cases as 
much as seven pounds have been col- 
lected in two weeks’ time, L. P. Den- 
del, assistant manager, Mill and Ele- 
vator Division, Michigan Millers Fire 
Insurance Co., pointed out in a recent 
address. 

Mysterious fires which result in heavy 
property toll, and severe losses from 
damaged equipment are the penalties 
that must be paid by dealers who do 


not adequately protect themselves 
against foreign substances in grains. 
The electro magnetic separator, Mr. 


Dendel points out, is the best type of 
equipment: to prevent losses from tramp 
iron. He calls the old type permanent 
magnet a joke. 

Fire hazards are greatly increased by 
inadequate protection against foreign 
substances, he declares. Fires from 
grinders are often of such a nature that 
it is possible for the fire to smoulder 
for five or six hours or even longer in 
a spout and break out during the night 
when there is no one around. There 
is no record of fire ever occurring in 
a mill properly protected by an electro- 
magnetic type of separator. 

Mr. Dendel also reports that in cases 
studied by him the need for replace- 
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ments of plates and hammers in mills 
has been reduced more than 20 per cent 
below former requirements. He calls 
attention to the recent improvements 
made on the electro magnet, particu- 
larly the automatic, self-closing and self- 
opening trap which eliminates the ne- 
cessity of the operator’s opening and 
closing the safety gate by hand. He 
encourages dealers who operate feed 
mills to install an electro magnet for 
their own protection. He also advises 
that the best separator in the world 
will not cperate properly if it is in- 
stalled wrong. The spout of the elec- 
tro magnetic separator, he explains, 
should be set at an angle greater than 
45 degrees, with the horizontal and pref- 
erably not more than 35 degrees. If 
the spouting is so arranged that the 
feed cannot be spouted into the top of 
the separator at an angle of 90 degrees 
a baffle plate should be installed to cut 
down the, speed of the stock across the 
magnetic gap. 

Alternating current is not suitable for 
energizing an electro magnet. Care 
should be taken to see that the small 
direct current generators’ furnished 
with the separators are operating at the 
proper speed and in the right direction 
and to see that the wiring between the 
generator and separator is protected by 
fuses. 
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Be sure you get a Genuine Dings—the 
fully automatic separator. Write 
today for prices and com- 

plete information. 


MAGNETIC\ 
SEPARATOR \ 
COMPANY 


Established 1899 


704 Smith St., Milwaukee, Wis. 


The world’s largest manufacturer 
of magnetic separators 
San Francisco: 
273 Seventh Street 


332S.La Street 
Branch Offices in Other Principal Cities 


Dings Magnetic Separator Co. 
704 Smith Street 


Milwaukee, Wisconsin 


Gentlemen: Please send me complete infor- 
mation on Dings Separators. 
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The Symbol “f of Service 


Froedtert service has been extended to 
definitely include the feed industry with 
the establishment of a new feed jobbing de- 
partment in charge of Mr. Clarence D. Moll, 
with headquarters at the Milwaukee office. A 
complete stock of feeds will be maintained at 
all times. In conjunction with the grain mer- 
chandising department, Froedtert now offers 
the dealer a complete feed and grain service. 


Mil | FEEDS—MEALS 


The feed jobbing department will handle 
feed of all kinds, including Millfeeds, Linseed 
Meal, Cottonseed Meal, Gluten Feed, Oat Feed, 
Dried Grains, Malt Sprouts and specialties 
such as Oyster Shells, Meat Scraps, Cod Liver 
Oil, etc. Your inquiries will be greatly appre- 
ciated and given prompt attention. 


MIXED CAR SHIPMENTS 


The Froedtert feed warehouse at Mil- 
waukee will make a specialty of mixed car 
shipments which may include an assortment of 
feeds, specialties and grain. Tell us what 
you want and we'll be glad to quote prices 
delivered your station. Wire, write or telephone 


Mitchell 5410, Milwaukee. 


WINONA, MINN.PLANT 


7 
GRAIN 

Froedtert prices are always in line due to 

the fact that our operating expense is divided 

between our grain department and the world’s 

largest commercial malting business. Prompt 

shipments can be made at all times from 


Froedtert elevators and plants located at Mil- 
waukee, Minneapolis, Savanna, Winona and 


Red Wing. 


CORN—OATS— BARLEY 
You can make a good profit handling our 
Fresh Shelled Corn, Quality Oats and Barley. 
Send for samples and let us quote prices 
delivered your station. A postal request will 


place your name on our mailing list to receive 


Froedtert quotations regularly. Write or 
telephone when in the market. 
POULTRY AND MILLING WHEAT 


Our Minneapolis office offers special service 
to all in the market for Choice Milling Wheat. 
Satisfaction guaranteed. 
also, for Poultry Wheat. 


Call Minneapolis, 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at 
MILWAUKEE, MINNEAPOLIS, WINONA, 
RED WING, SAVANNA 


Telephones 
Milwaukee, Mitchell 5410 
Minneapolis, Atlantic 1541 
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Preparing the Poultry Flock 
For Greater Profits 


By Prof. J. G. Halpin 


College of Agriculture, University of Wisconsin 


GGS are cheap now, but we can 

be quite certain that the price 

will be good next October and 
November. Right now is the time to 
get ready to cash in on next fall’s high- 
er prices. If farmers are going to be 
gathering many eggs next October and 
November, it is necessary that they get 
the chicks hatched soon, because only 
the early hatched pullet will then be 
laying. The later hatched chicks will 
still be too small. It will take six 
months, at least, to grow a Leghorn 
pullet and get her large enough and 
well enough formed so that she will be 
in shape to stand up under continuous 
heavy egg production and to lay good 
sized eggs. The chicks must be kept 
in a good clean brooder house with a 
good brooder, so that they will have 
the opportunity to live and grow and 
thrive and’ come along in fine shape. 

Good Brooders Needed 

A local hatchery has quite a scheme 
for emphasizing the importance of good 
brooders. They have an old obsolete 
brooder setting in the hatchery with a 
price tag on it for about $2.50. People 
look at the old brooder and want to 
buy it, but the hatchery will not sell 
their chicks to anyone who uses that 
kind of a brooder. 

If the brooder stove last year didn’t 
work well, if it was inclined to be hard 
to run, it is advisable to get rid of it 
and get a good one in its place. 

One of the most important things 
about the brooder house is to keep it 
thoroughly clean because baby chicks 
pick up feed from the floor of the house, 
and if it is soiled with the droppings 
from last year’s crop of chicks, all of 
this waste must be removed to give this 
year’s batch a fair chance. One of the 
best ways to do it is to thoroughly 
scrape the floor of the house and then 
soak it with hot lye. A half a can of 
lye in a pail of boiling water may be 
used to thoroughly soak the floor and 
lower walls of the brooder house. The 
solution should be worked into all of the 
cracks and crevices. 

One must be careful not to get any 
of the hot lye solution on face, hands 
or clothing. The hot lye solution should 
be allowed to dry and the next day the 
brooder house should be washed out so 
as te remove any surplus lve. Then it 
should be thoroughly sprayed and the 
brooder may be set up. I like to put 
sand around the brooder stove and then 
put a chick guard in front of the brood- 


er. Then the main part of the floor 
should be littered with good clean lit- 
ter. Nice clean, bright, short cut straw, 
clean shavings, anything of the sort, 
that will give the little chicks a good 
bedding in which to sleep near the 
brooder and good material in which 
they can exercise out on the feeding 
floor is all that it needed. 

A plan for a good set-up in the brood- 
er house is shown in Wisconsin bulle- 
tin 261 on chick raising. 

Grounds Must Be Clean 

Next, I would emphasize the fact 
that it is very important to keep the 
ground around the brooder house clean. 
That is, the brooder house be moved 


Prof. F. B. Morrison’s Feeds and 
Feeding department, written exclu- 
sively for The Feed Bag, will occupy 
this page in the May issue. He will 
discuss the summer feeding of dairy 
cattle. If you have any questions to 
ask, write Professor Morrison, c/o The 
Feed Bag, 86 East Michigan street, 
Milwaukee. 


on to ground that has not been contam- 
inated by the droppings of poultry. If 
the colony house stands in the same 
old place that it was in last year, then 
all the ground around it is badly loaded 
with the droppings from last year’s crop 
of chicks and this is an unsafe place 
to brood chicks. 

When we had the old style system 
of poultry raising, with only a few 
chicks with a hen and then a few chicks 
with another hen scattered off some 
other place, our ground did not get con- 
taminated very rapidly but with modern 
methods with the chicks in  brooder 
houses and big groups of chicks to- 
gether, the ground around about the 
brooder house becomes badly contamin- 
ated. 

In spite of all the precautions that we 
can take there may be trouble ahead 
for some of us, but there are many 
things that we do that are sometimes 
careless. For instance, it is a mighty 
poor plan to go to the laying house and 
then to go from there to the baby 
chicks. If we go to the laying house 
first, we will very frequently carry con- 
tamination on our shoes from the poul- 
try house to the baby chicks. We can 
avoid this by going to the  brooder 
house first and then taking care of the 
laying hens second. We have seen many 
instances where coccidiosis and other 
diseases were spread simply because the 
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owner was in the habit of going to the 
laying house first to take care of the 
hens and then going from there out to 
take care of the baby chicks. 

If coccidiosis does come, that is if any 
sign of bloody droppings is noticed 
among the growing chicks, I would 
then emphasize the importance of clean- 
ing the house at least twice a week and 
would move it often. It should be placed 
so that the chicks will run on to ground 
that has not been contaminated by the 
droppings of this year’s crop of chicks. 
It makes all the difference in the world 
whether our chicks grow up under good 
clean surroundings or whether they 
grow up on ground that is contamin- 
ated. 


Experience seems to show that low, 
flat ground, inelined to be wet, is much 
mere likely to be a breeding place for 
disease than are the better drained 
areas. Whenever it is possible I would 
advise moving the brooder house on 
the well drained ground so that the 
rain will wash the droppings away and 
help to keep the ground clean. Clean, 
dry ground is a splendid place for grow- 
ing chicks to range. Wet, dirty ground 
is a mighty poor place for chicks to 
range. 

I have been writing a good many 
letters lately telling people that I think 
it is fine for them to buy 500 baby 
chicks, but that they better plan to 
build another colony house and get an- 
other brooder. I realize that it is going 
to cost more money, but I believe that 
it is going to be a sound investment. 
We have records back from many flocks 
where folks have tried to raise 500 
chicks in the small brooder houses and 
the chicks showed a much higher death 
rate. 

If 500 chicks must be raised in one 
greup, then I think the brooder house 
should be 12x16 or 12x18. A house that 
is large is difficult to move. Probably 
it will be better to build two smaller 
houses. I think that 8x12, 10x12, or 
12x14 are all good dimensions. I he- 
lieve that an 8x12 house is large enough 
for 200 to 250 chicks. A 10x12 house 
is large enough for 400 or possibly 450 
chicks. The average person, in my 
opinion, would do well to have two 8x12 
or two 10x12 houses and then buy 500 
or 600 chicks and then put them into 
two lots. This will give on an average 
a nice group of pullets to put into the 
laying house next fall to get ready for 
the high priced egg crop. 
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WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 


Leading 
Poultrymen 
prove this 


Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 


“ Queen in 
New Mux | 
Wheat Low Grade Flour, Red Dog, Middlings ° 
to be the superior feed mixing property S| 
; CRUDE FAT - - 4.6% with Che- 
for baby chicks CRUDE FIBRE - - 83% — ole 
ST. PAUL, MINN. ———~ rekee Fure 
Now you ean add to your poultry feed the Ott 
invaluable hea!th building and disease resisting Bran and 
milk ingredient, - long needed for baby chicks wa py. Cherokee 
—this eccnomical, proven way. : : 
Mix Kraco with your chick-starting mash—the Middlings. 
superior and natura balanced elements o 
milk. ‘ Capital Flour Mills, Inc. 
: Then - - your poultry feed will control, prevent CORN EXCHANGE 


coccidiosis and other destructive diseases; build 


In addition, Kraco mixed with growing and lay- 
ing mashes, gives maximum results—proven in 
extensive field tests, conducted by leading 


healthier, sturdier chicks. MINNEAPOLIS, MINNESOTA 


poultrymen in all parts of the country. 

Pullets fed on Kraco mixed mashes, give a higher 
average lay of large, firm, smooth eggs—produce 
a superior egg with large hatchability. Cockerels 
develop bright, blood-red combs. 

Kraco is based on the results of scientific re- 
search that established the disease resisting 


----for almost half 


a century---- 


x and health building qualities of lactose (milk- 
sugar). 

Kraco contains 70% lactose! And—a higher 
percentage of valuable milk minerals than is 
found in any other milk product. Thus—for 
maximum results, Jess Kraco is required in 
mixing. An economical and profitable product 
for you to handle the year around! 

Learn more about this newfeed mixing product 
for yourself. Let us send you free, a leaflet 
that tells all about Kraco—and how to mix it. 
Mail the coupon—now! 


Kraft-Phenix Cheese Corporation 
403-D, Rush St, Chicago. 


Please send me your free leaflet that tells 
1 all about KRACO. 


KRACO 


BVERY time you sell a sack 


of flour it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 
It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 
Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 
and 
Alta Hard Wheat Middlings 
FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSELL-MILLER MILLING CO. 


General Offices 
MINNEAPOLIS, MINN. 


made only by 


KRAFT-PHENIX CHEESE CORPORATION 
General Offices: Chicago, Illinois 
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Where Shall We Hold Meeting, 
Federation Inquires 


HERE would you like to go for 

the summer convention of the 

Eastern Federation of Feed 
Merchants? That is what the members 
are being asked in a questionnaire just 
sent out, announcing the advance plans 
for the meeting. 

The tentative dates of June 26 and 27 
have been set by the officials but the 
final selection will not be made until 
April 1, after the answers to the ques- 
tionnaire have been received. The sum- 
mer convention combines pleasure with 
business, and affords an opportunity for 
the feed men to bring the ladies. This 
necessitates holding it at a place which 
provides recreation facilities. 

Business sessions are held each morn- 
ing and the balance of the day is given 
over to an enjoyment of golf, sports, 
trips and other entertainment. 

Among places already recommended 
are Albany, Cooperstown, Saratoga 
Springs, Lake George, Syracuse and 
Rochester. These are all located in 
New York state and are central enough 
to be easily accessible for members in 
Pennsylvania and New Jersey. Atlantic 
City has also been recommended but the 
officers feel that it is too far away to 
attract members from the western parts 
of New York and Pennsylvania. 

Fred M. McIntyre, president, is al- 
ready arranging the program for the 
summer meeting. The winners of the 
advertising and sales promotion contests 
will be scheduled to explain their plans 
in detail. 

Secretary Charles Quinn, of the Grain 
& Feed Dealers National association, 
has promised to attend, and to bring the 
last word on national subjects of im- 
portance to the trade. Most of the 
speakers will be retail merchants who 
have been successful in some _ special 
branch of the business. 

“We believe that our own members 
have developed some important methods 
of handling feeds, seeds and other lines 
that will be of value to the trade as a 
whole,” said Mr. McIntyre. “Instead 
of bringing speakers who are not in the 
business themselves, I hope to be able 
to present a program in which our own 
members will have the major roles.” 

Announcement of the place and date 
of the summer meeting will be made in 
the next issue of The Feed Bag. 


SUPPORT BANK BILL 


Members of the feed trade are re- 
quested to ask their congressmen to 
favorably report Bill No. 5634 to the 
committee on banking and currency and 
to obtain their influence in passing the 
measure through the house. This bill, 
if enacted into a law, will give shippers 
a preferred status in the case of national 
banks failing before completing remit- 
tances on collected drafts. Most states 
now recognize this principle either by 
law or regulation in state bank failures. 


HE officers of the Eastern 

Federation of Feed Mer- 
chants are glad to welcome the 
following new members: 


M. J. Ward & Son, Savona, N. Y. 
Valley Mills, Greene, 


The Banfill Co., Van Etten, N. Y. 
United Feed Co., Toms River, 


. 


C. & L. Glover, East Randolph, 
N. Y. 


Howard Mitchell, Buffalo, N. Y. 


Wilson Brokerage, 
York City. 


George T. Smith & Son, Elnora, 


Inc., New 


‘*Keep up the good work,”’ said 
President McIntyre. ‘‘If any of 
your neighbor dealers have not 
yet joined sign them up now.” 


Application of 4 Rules 
Brings Success 


(Continued from Page Twenty-three) 


ing business. Mr. Hilderbrand has de- 
veloped a system of personal advertis- 
ing that he believes is largely respon- 
sible for the growth of his business dur- 
ing the past few years. The names of 
1,000 feeders constitute his mailing list. 
To these he sends a sales letter each 
month, sometimes more frequently. The 
letter gives some feeding advice, ex- 
plains anything new that he has to of- 
fer and usually has something to say 
about prices, cash discounts and profit 
making ideas. 

“At first we were disappointed in the 
results obtained by advertising,” he ex- 
plained. “But we kept at it and now 
after each letter we add new customers 
to our list. Advertising is of little value 
unless it is regularly and _ persistently 
used.” 

It has certainly proved its value to 
this Schenectady merchant. First, he 
enlarged his warehouse. Then he built 
a mill equipped with a mixer, power 
shovel for unloading and other modern 
machinery. It was not long before he 
was compelled to build a new store- 
house and later a barn was remodeled 
and enlarged for a third storehouse. 

The mill and storehouses are located 
about three miles from the business part 
of the city, so a branch office was main- 
tained to take crders. Believing that 
a new trade in poultry feeds could be 
developed within the city limits, a store 
was opened in connection with the of- 
fice. When it failed to grow fast 
enough, baby chicks were advertised 
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and hundreds of back yards in the out- 
lining sections became poultry ranges 
or the first time. Thousands of baby 
chicks have been ordered this spring 
as a result of a series of timely adver- 
tising letters. 

Three trucks are kept busy handling 
deliveries. Fourteen employees make 
up the “official family”, as Harold Hil- 
derbrand calls it. 

“And we have only just 
the enthusiastic merchant said. 
that spring is here, 
among my customers and _ prospects 
again. These calls plus persistent ad- 
vertising and a continual outlook for 
new ideas will force us to add another 
warehouse before many months.” 

So, there you have a picture of busi- 
ness progress. But don’t miss the fact 
that behind the four rules for business 
progress is an enthusiastic, hard-work- 
ing individual who turns the rules into 
bigger profits. 


started,” 
“Now 
I am going out 


Moll Heads Froedtert 
Feed Department 


Clarence D. Moll, who is well-known 
to the feed trade throughout the cen- 
tral and eastern states, is in charge of 
the new feed jobbing department of the 
Froedtert Grain & Malting Co., Mil- 
waukee, which started operations on 
March 15. The past 16 years Mr. Moll 
was associated with the Franke Grain 
Co., also at Milwaukee. 

The Froedtert Grain & Malting Co. 
conducts an extensive grain business 
and is the world’s largest commercial 
malting firm. General offices are main- 
tained at Milwaukee and Froedtert ele- 
vators and plants are located at Milwau- 
kee, Minneapolis, Winona, Minn., Red 
Wing, Minn., and Savanna, Ill. Kur- 
tis R. Froedtert is president and Walter 
Teipel, vice-president. 

The grain department is under the 
direction of J. Walter Rice, secretary. 
E. C. Christl is Minneapolis manager. 
The firm specializes in the merchandis- 
ing of corn, oats, barley and poultry 
and milling wheat. 

The new feed department, under the 
direction of Mr. Moll, will handle feeds 
of all kinds, including millfeeds, lin- 
seed meal, cottonseed meal, gluten feed, 
oat feed, dried grains, malt sprouts and 
specialties such as meat scraps, cod 
liver oil, etc. 

A feed warehouse will be maintained 
at Milwaukee, and the firm is in posi- 
tion to serve the trade with both 
straight and mixed car shipments of all 
feed commodities, specialties and grain. 


WEITZELL & SONS, LeGraud, 
Ta., has purchased the LeGraud Pro- 
duce Co. from Harry Kempe. 


D. D. LEWIS warehouse and feed 
store, Dodgeville, Wis., was destroyed 
by fire March 21 with an estimated loss 
of $12,000. The warehouse and store 
were recently purchased by Pat Hen- 
nessey & Sons, Highland, Wis., who 
were to take possession on April 9. 
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R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
Co. 


Surest Fasi est 
Cheapest . 


Phones 
135 135 
With 118 118 


Doughboy Chick Starter Mash HARVARD ILLINOIS 


YEAST FOAM in Doughboy Chick 
Starter mash lowers the mortality and WHOLESALE 

increases the growth of chicks. As a GRAIN & FEED SHIPPERS 
preventative of coccidiosis and a stimu- 
lent to excellent health, Yeast Foam has 
proved superior and effective. Your 
poultrymen will appreciate the results 
they obtain from Doughboy Chick Starter 
mash and will be convinced that they 
should continue on Doughboy poultry 


THE 
feeds throughout the entire season. B RT 
“Look for the Soldier on Every Sack’’ UJ 
MIXER 


has been sold _ to 
hundreds of eleva- 
tor and feed com- 
panies - throughout 
the feeding states 
and we have never 
heard of one which 
failed to make its 
owner a profit. 


R. L. HERRICK, Jr. J. M. HERRICK 


Invented by 
a practi- 
cal feed man- 
ufacturer, it 
embodies such 
important de- 
tails as exact- 
ly correct 
speed of con- 
veyor, proper 
relation of baffle plates to mixing trough, loads 
and empties from same end, uses a minimum 
of power and requires very little floor space. 


If you are thinking of installing a profitable 
mixing department, or considering replacement 
of your present equipment, write for our illus- 
trated bulletin, prices and terms. 


New Ri lls Co. 
Burton FEED & MIXER Co. 


DETROIT MICHIGAN 
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Letters from 


Our Readers 


Thank You, Rudy 


The February issue of The Feed Bag 
was certainly a corker. The reading 
matter was especially interesting and | 
am amazed at the increasing number 
of advertisers which you are getting 
from month to month. Sincerely hope 


this keeps up. 
R. OPSAL, 
The Haertel Co., 


Minneapolis, Minn. 
OK 


Will Use Our Charts 


Just a little reminder to tell you how 
much we think of The Feed Bag price 
charts. They are certainly very inter- 
esting and I am sure if we would follow 
these averages a little bit we might gov- 
ern our purchases more carefully and I, 
for one, intend to make good use of 
them. 

H. J. BARNDT, 
Reliance Feed & Grain Co., Inc., 
Binghamton, N. Y. 


A Source of Reference 


We have received your price chart 
and certainly appreciate it. 

We look forward with much interest 
to getting each one of these charts and 
have found them very, very interesting 
and of exceptional value as a source of 
reference throughout the year. 

O. M. STRAUBE, 
Nutrena Feed Mills, Inc., 
Kansas City, Kans. 

* 


Our ‘Finest Issue’’ 


Just want to tell you, Dave, that the 
March issue of The Feed Bag certainly 
is a dandy. I believe it to be the finest 
issue of this magazine I have seen. 

Accept my _ congratulations on a 
mighty fine publication. 

CHAS. A. KRAUSE, JR., 
Chas. A. Krause Milling Co., 
Milwaukee, Wis. 


Warning to Dealers 


I was very much interested in the 
price charts in your March issue. I 
think these charts can be used to very 
good advantage by salesmen in keeping 
their dealers from making some of the 
wild bookings that continue to get some 
dealers into trouble. 

FRED GILCHRIST, 
Ralston Purina Co., 


St. Louis, Mo. 


About Direct Selling 


Is it right for feed manufacturers to 
sell direct to farmers and use them for 
agents? We have a farmer about a mile 
out of town who is selling feed for just 
a few cents above cost. 

There are three storekeepers here and 
myself, also a feed mill a little distance 
from us at Browntown. We all sell 
feed, the three storekeepers sell egg 
mash, flour, growing mash, scratch feed 
and oyster shells, and the mill at Brown- 
town and myself handle all kinds of 
feed. 

We have taxes in this village that 


are pretty high and have interest, insur- 
ance and up-keep in our warehouses, 
etc. We are equipped to handle feed, 
but this farmer is under selling us so 
much that it is impossible for us to sell 
feed at a reasonable margin. 

I think there ought to be some law 
against this kind of business, and if 
there isn’t, why don’t feed manufactur- 
ers sell direct to all the farmers and 
then wait for their money as we have 
to do sometimes. This farmer has no 
warehouse in town and usually hauls 
what feed he doesn’t sell from the car 
out to his home and puts it in the barn. 
He has a large farm and plenty of work 
to do at home without butting in on 
our business. 

CLARENCE S. HOMB, 
South Wayne Feed Mill, 
South Wayne, Wis. 


Will Be Very Useful 


I think The Feed Bag price charts 
are fine and will be very useful to refer 
to frequently. 

G. S. STEWARD, 
Minneapolis Milling Co., 
Minneapolis, Minn. 


Enjoys The Feed Bag 


We enjoy your publication and find 
many things of interest to us. Natural- 
ly, our territory is confined to a rela- 
tively small portion of the United States, 
but all matters relating to the industry 
are of importance and interest to us. 
We believe that the charts which you 
published in your last issue will prove 
of real value to anyone connected with 
the feed and grain industry. 

L. S. RIFORD, 
Beacon Milling Co., 
Cayuga, N. Y. 


Commercial Feeds Raise 


Prize Flocks 


(Continued from Page Fourteen) 


merchant may gather by study of con- 
ditions in several poultry communities 
of our two farthest northwestern states. 

(1) The steady trend of poultry 
farms of 400 to 1,000 laying hens is 
toward the regular use of well-known 
and time-tested commercial poultry 
mashes. This is doubly noticeable on 
farms noted for high egg production per 
hen. Use this as a sales talk on the 
“doubting Thomas” who may know 
something of the high standard this 
part of the United States) maintains 
in the poultry work, 

(2) Local mills may mix the same 
feeds used by world-famous farms. 

(3) Beginners in the Northwest in- 
variably start with the best available 
foundation stock—the feed dealers are 
engaged in keeping’ this sentiment alive. 
Feed dealers everywhere can impress 
the truth that good feed is wasted when 
fed to scrub poultry. 

(4) Feed dealers in the Northwest 
cooperate with poultrymen in staging 
meetings and shows. They visit poul- 
try farms frequently. This strengthens 
the bond of friendship and builds busi- 
ness. This kind of customer-cultivation 
can be practiced anywhere. 


SHIP CORN TO RUSSIA 

One of the largest shipments of seed 
corn ever exported from Minnesota, 
enough to plant 35,000 acres, left Minne- 
apolis, February 21, for Soviet Russia, 
where it will be used by the Russian 
government as foundation stock for the 
production of seed for future use. 
Northrup, King & Co., Minneapolis, 
made the shipment which included five 
carloads of corn. 


Federation Sales Idea Contest 
Attracts Many Entries 


HE judges in the prize contest 

for the best merchandising and 

advertising plans will have a 
hard time selecting the winners. An ex- 
amination of the entries already on file 
reveals some clever and valuable meth- 
ods that have been put into actual use 
by eastern feed merchants. _ 

The contest is open to all members 
of the Eastern Federation of Feed Mer- 
chants. Entries may be made until May 
31 and the names of the winners will 
be announced, at the summer convention 
in June when alf of the suggestions for 
increasing sales and profit will be dis- 
played. 

Members are urged to send in their 
pet ideas. These must have been ac- 
tually tried and proven. The whole rea- 
son for conducting the contest is to 
gather the best advertising and merch- 
andising methods used by the eastern 
merchants and to make them available 
to others. 

“It° is by sharing our business ex- 
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periences in this way that we all bene- 
fit most,” is the way President McIn- 
tyre puts it. 

In submitting an advertising plan the 
entrant is required to furnish copies of 
newspaper, magazine or other advertise- 
ments and of form letters and inserts 
which were used. A complete descrip- 
tion of the methods followed success- 
fully and a summary of the results of 
the advertising, should be included. 

Merchandising ideas may include. win- 
dow displays, special arrangements of 
stock, sales record systems, follow-up 
plans and any other promotion ideas 
that have actually resulted in producing 
more business or larger’ profit. 

Entries for the contest should be sent 
to W. A. Stannard. secretary, 48 State 
street, Albany, N.. Y. 


FARMERS ELEVATOR CO., Mor- 
rison, Ia. is rebuilding its elevator 
which was destroyed by fire several 
months ago. 
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~ the Vitamin D Equation 


NOPCO-X Is Manufactured to a 
-. Definite High Standard Potency 


"T BRovu GH an exclusive license granted by the authorities of Co- 
lumbia University, National Oil Products Company holds the key 
} to the Vitamin D problem. At will, we can increase the Vitamin D 
; " potency of Cod Liver Oil to any desired extent by simply adding more 
mT ai of the concentrate produced under this exclusive license. In actual 
a\ * practice, feed manufacturers find that 2% lbs. of any oil is the smallest 

amount which can be properly mixed with the feed. 
THIS CONCENTRATE JS NOT A SYNTHETIC VITAMIN D. 

IT 1S THE NATURAL VITAMIN D ELEMENT AS FOUND IN COD LIVER OIL. 


X signifies the potency guaranteed to supply adequate Vitamin D when mixed in feed at the rate of 5 lbs. per ton. 
In NOPCO-XX, the potency has been further increased so that only 21% Ibs. per ton of feed is required. 


Fortified Under Laboratory Control 


The preparation of a fortified cod liver oil is a highly technical at the age of cight weeks, must show proper development and 
process. Our biological laboratory is subject to the supervision complete freedom from rickets. 


of Dr. Theodore F. Zucker of Columbia University. These tests make the NOPCO Guarantee effective. Without 
First, the basic cod liver oil is tested biologically for Vitamins A proper biological tests any guarantee of Vitamin'sD potency is 

exactly the right amount is added to the basic cod liver oil to Ww chances with new and unproved products when more 
produce NOPCO-X or NOPCO-XX, as the case may be. hundred feed that the X in 
As a final proving, the fortified oil is fed at the reeommended NOPCO solves the Vitamin D equation, satisfactorily and econo- 
rate to chicks kept in a room devoid of sunlight. These chicks, mically. 


Write us for complete plan and prices. 


NATIONAL OIL PRODUCTS COMPANY, Inc. mass. cwicaco st 


BOSTON, MASS. CHICAGO,ILL. ST. JOHNS, NEWFOUNDLAND 


»XX 


BUHLER DRIVE 


an ingenious oscillator which entirely does away with the eccentric shaft, 
eccentrics and connecting rods, post boxes, collars and pulley commonly 
used for imparting motion to the sieves of Separators, Graders and Shoes. 


THIS MARVELOUS INVENTION HAS ONLY 
TWO MOVING PARTS 


The principle involved is so 
strikingly original that there is no 
precedent to go by. The idea is 
so new that no other mechanism 
resembles it even remotely. 


The Buhler Patented Drive is applicable to new machines and to old ones. 


Seen our new catalog No. 125? It’s printed in colors. 


S. HOWES CO., Inc. . SILVER CREEK, N. Y. 
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Federation Secks Slogan 
For Industry 


Trade slogans are the rage. Every 
line of business has some distinctive dis- 
play emblem and a short, descriptive 
slogan that can be quickly memorized. 
But not the feed business. 

Now the Eastern Federation of Feed 
Merchants has invited its members to 
sharpen their pencils and submit slo- 
gans. They must not exceed 10 words 
and they must immediately suggest to 
the readers a desire to buy quality feeds 
from honest independent merchants. 

The officers of the federation are also 
planning to invite other associations in 
all parts of the United States to con- 
sider the advisability of having a stan- 
dard emblem and slogans for members. 

All slogans should be sent to W. A. 
Stannard, secretary, 48 State street, 
Albany, N. Y. A merchant may send 
as many slogans as he wishes. 


P. G. ECKHOFF, Maple Island, 
Minn., has purchased the Dagner Feed 
& Coal Co., Hollandale, Minn. 


W. B. GRAMLICH CO., Kenton, 
Ohio, has been incorporated to deal in 
feed, seeds and grain. 


FRED SANCER, Fox Lake, Wis., 
has purchased the feed mill of Fred 
Bird, Beaver Dam, Wis. 


NEW GRINDING BOOKLET 

In a little booklet entitled “The Road 
to Lower Grinding Costs”, just off the 
press, the A. E. Jacobson Machine 
Works, Inc., Minneapolis, Minn., offers 
interesting and valuable information for 
dealers who operate or are planning to 
install grinding equipment. Many phases 
of the department, including costs, 
power and mechanical details, are treat- 
ed. The booklet was submitted to a 
group of successful dealers who oper- 
ate grinding equipment for their ap- 
proval before it was made ready for 
publication. Copies may be obtained 
free by writing direct to the firm. 


NEW. HAINES MIXERS 

Among the firms which have recently 
installed Haines mixers, manufactured 
by the Grain Machinery Co., Marion, 
Ohio, are J. H. Smith, Haverhill, Mass.; 
H. M. Huber, Richland, Pa.; The Hep- 
pe Cash Store Co., Hartford, Wis.; 
Haynes Milling Co., Portland, Ind.; 
Spurrier Bros., Marysville, Ohio; Addi- 
son Flouring mill, Addison, Mich.; Nor- 
agon & Son, Butler, Ind.; Apple River 
Milling Co., Clear Lake, Wis.; Mitchell- 
Maskrey Co., Maquoketa, Iowa; Mar- 
shallville Equity Co., Marshallville, 
Ohio; Elmira Elevator, Elmira, Ohio; 
Miller Grain Co., Banbridge; Ind.; R. 
O. Bowman, Medina, Ohio; Michigan 
Bean Co., Owendale, Mich.; Wolf & 
Callahan, Helena, Ohio; Abingdon Mill- 
ing Co., Abingdon, Ill.; The Shurtleff 
Co., Union, Ill.; Albion Milling Co., 
Albion, Ill.; Lato & Conwell, Uhricks- 
ville, Ohio. 


McKERCHER MILLING CO., Wis- 
consin Rapids, Wis., has purchased the 
feed store of Henry Forbes, Arpin, Wis., 
who plans to retire. Donald McKerch- 


er has been appointed manager, and has 
moved to Arpin. 


MONTANA GRAIN PRICES 
The bad condition of the wheat mar- 
ket is indicated by a clipping from The 
Roundup Record Tribune, a Montana 
newspaper, which recently published the 
following report of local. prices: 
No. 1 Hard Spring wheat $ .75 


No. 1 Dark Northern.......... ae 
Northern 
Dark Hard .76 
Durum 65 
Oats, per £75 
Barley, per hundred.............. 1.65 


NEW BUFFALO FIRM 

The Queen City Milling Co., Buffalo, 
has just announced plans for its entry 
in the feed business. The corporation, 
which is a new concern, will erect a 
modern mill in the East Buffalo sec- 
tion, starting construction of its first 
plant units about April 15. 

A mill with an initial capacity of 20 
cars of feed daily, is planned, with pro- 
vision for an increase to 45 cars. Con- 
struction of the first unit of the plant 
will involve an investment of more than 


* $150,000, it is understood. 


Bert Hull, of Buffalo, with offices in 
the Ellicott Square building, is presi- 
dent of the new company, and will be 
in charge of its affairs. It is hoped to 
have the mill in production by July. 


Two Illinois Departments 


Issue Bulletins 


The January issue of The Feed Bag 
included a short article in which refer- 
ence was made to an endorsement of 
Fos-For-Us which was included in IIli- 
nois State Bulletin No. 336. 

The Illinois State Bulletin No. 336, 
referred to, was published by the Divi- 
sion of Poultry Husbandry, Department 
of Agriculture, Springfield, Ill., and is 
entitled, “Suggestions to Poultry Rais- 
ers”. There is also another [Illinois 
State Bulletin No. 336 published by the 
Agricultural Experiment Station of the 
University of Illinois which is entitled, 
“Quality in Celery as Related to Struc- 
ture”. 

The reference to Fos-For-Us is in- 
cluded in the Department of Agricul- 
ture bulletin on page 22 as follows: 

“After a very fair test we have found 
that a natural phosphatic limestone grit 
known as Fos-For-Us, builds stronger 
egg shells than oyster shell and lime- 
stone grit, and that the use of this pro- 
duct almost entirely eliminates breakage. 

“Fos-For-Us has been officially adop- 
ted for use for the egg laying contests 
of 1928-1929 instead of oyster shell and 
limestone grit. This product, in addi- 
tion to its high calcium percentage, has 
a favorable amount of phosphorus in 
the correct proportion for present min- 
eral requirements. It is registered and 
guaranteed as to its chemical formula 
and is very uniform. Actual tests have 
proved that it produces heavier and 
stronger egg shells than limestone or 
oyster shell grit and that eggs hatch 
better.” 


Whey Powder Helps to Prevent 
Coccidiosis Among Chicks 


HEY-POWDER has proved 

very satisfactory as a feed for 

baby chicks, according to re- 
ports from Rutgers university, of New 
Jersey. Chicks fed on a range known 
to be infected with coccidiosis did not 
develop the disease. The same brooder 
house and grounds were used _ three 
times during a season with the same 
gratifying results. 

Whey-powder is composed of the con- 
centrated whey of cheese, containing a 
high percentage of milk sugar and all 
the soluble minerals of milk. The func- 
tion of the milk sugar is to produce 
in the intestinal tract of the birds suf- 
ficient lactic acid to combat the bacteria 
of disease, the report shows. After a 
few days of feeding milk sugar, suffi- 
cient acidity is produced in the seca of 
the bird to destroy the parasite of the 
coccidiosis, says Prof. F. H. Clickner, 
author of the report and in charge of 
the experiments. 

Extensive experiments were carried on 
at several farms near the towns of Ham- 
mond and Vineland, N. J. In these ex- 
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periments 10 per cent of whey-powder 
was added to the regular feed of the 
chicks. Most favorable results were 
obtained and no coccidiosis was report- 
ed among the chicks. 

First experiments with the use of 
whey-powder as a remedy for the par- 
asitic infection, coccidiosis, were con- 
ducted by Professor Clickner at the 
farm of Smith Brothers near Vineland. 
The maximum time required to arrest 
and eliminate acute coctidiosis infec- 
tions was ten days. These cases were 
treated with a mash using 25 per cent 
to 30 per cent whey-powder in the feed. 

Other desirable results reported by 
the Rutgers university were to 
the effect that the use of the whey- 
powder not only corrected the condi- 
tion of coccidiosis but uniformly super- 
ior chicks with a high degree of pig- 
mentation, yellow shanks and_ beaks, 
were produced. 

It was not until 1929 that this whey- 
powder was perfected for use in feeds. 
The Kraft-Phenix Cheese Corporation, 
of Chicago, manufactures whey-powder 
under the trade name “Kraco”. 
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King & Co.’s 
STERLING 
CHICK MASH 


With Dried Buttermilk 
and Cod Liver Oil 


EPUTATION, quality, ad- 
vertising and sales helps 
make this Chick Mash a fast 
seller and a good money maker 
for dealers. 


Right Now Is The Best Time to Try It 


NORTHRUP, KING & CO. 
FEEDS and SEEDS 
Minneapolis, Minn. 


Prosperity— 


this year as always will visit 
those who serve best. 


With this thought in mind, we 
welcome both buyers and sellers 
of feeding stuffs to use our ser- 
vice. 


If desire and effort on our part 
to serve you well, contribute to 
the result, we are sure our con- 


tacts will prove mutually profit- 
able. 


AMES -BURNS CO. 


G. W. HOSIE E. C. KESSLER J. D. DITZLER 
President Vice Pres. - Treasurer Secretary 


JAMESTOWN, N. Y. 


G. C. GARNER, 
Homer, N. Y. 
Central New York Rep. 


N. A. SMITH 
Watertown, N. Y. 
Northern New York Rep. 


Watch our advertising in The Feed Bag 
for the coming year. 


For real feeding value 


in your 


Chick Starter Mashes 


and 


Pig Meals 


use 


“HUNKY - DORY” 
Feeding Oatmeal 


MANUFACTURED BY 


Tue HAERTEL ComPANYy 


604 CORN EXCHANGE BLDG. 


MINNEAPOLIS, MINN. 


When in the market for 


Brewers Dried Grains 


(Crown and Hiquality Brands) 


Write or phone for prices 
which are now attractive 


Also at your service when in need of 


Mill Feeds, Gluten Feed, 
Chicken Wheat, Corn 
and Oats 


DONAHUE-STRATTON COMPANY 


Brokers for 
CLINTON CORN GLUTEN—CORN GLUTEN MEAL and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO—PORTLAND, ME. 
ST. JOSEPH, MO.—DEPOT HARBOR, ONT. 


Page Forty-two 


THE FEED BAG—APRIL, 1930 


>» ~~ | 
: 
| 
| 


EDWARD D. SNYDER, who oper- 
ated a feed mill in Williamsville, a sub- 
urb of Buffalo, for many years, died re- 
cently in his home in that village at the 
age of 55 years. Several years ago 
fire destroyed Mr. Snyder's mill. His 
health was failing at that time, and he 
decided not to rebuild. 


Stores Build Business 
On Cash Basis 


(Continued from Page Twenty-seven) 


for the purchase and upkeep of a truck 
is used by the Square Deal Feed stores 
for advertising to bring the customers 
to the store. Requests for delivery are 
discouraged by making the charge 10 
and 15 cents a bag. Farmers drive to 
town rather than pay the charges. 
Promote Good Will 

The Square Deal Feed stores con- 
sider good will cf the farmer a valuable 
asset. Last month the organization pre- 
sented the champion 4-H boy of Mil- 
waukee county with a pure bred Guern- 
sey calf. A ton of fertilizer was also 
awarded to another boy who did out- 
standing work in truck farming. This 
good will project created much interest 
among the rural folks of the county and 
resulted in many columns of publicity 
in the city and suburban newspapers. 

In conducting the work, the stores did 
not attempt to show any selfish interest. 
The general manager conferred with the 
county agent and offered the calf and a 
ton of fertilizer to the 4-H club mem- 
bers who he believed were entitled to 
the award. 


The county agent was 
pleased to cooperate. Purchase of the 
calf was made from the Milwaukee 


county farm and the manager of this 
institution also became interested and 
enthused over the project. He gave a 
talk upon the presentation cf the animal 
to the boy. The general manager of 
the Square Deal stores, the county 
agent and a group of farmers were pres- 
ent on the occasion. Photographs of 
the presentation were published in the 
daily papers. 
Grinding Brings Trade 

The management of the Square Deal 
stores is convinced that the project more 
than repaid its costs in advertising and 
good will. <A series of farm meetings 
- are also planned to further the good will 
work. Results for the customers is the 
paramount consideration. Inferior pro- 
ducts, the management believes, will not 
build repeat business or satisfy a cus- 
tomer, even if it originally costs him 
less money. 


Grinding machinery has been installed 
in the Saukville establishment and equip- 
ment for the other branches will be pur- 
chased when the demand warrants it. 
The new addition at Saukville has at- 
tracted additional trade. Careful records 
were kept and it was discovered that 
more than 50 per cent of the farmers 
who brought grist to the mill also pur- 
chased commercial feeds. The equip- 
ment recently installed at the Saukville 
plant is a 40'h. p. Blue Streak hammer- 
mill. 


Independent Feed Dealers 
Can Win Success 


(Continued from Page Nine) 
neighborhood has lost one of the two 
cars per month which he previously de- 
livered, and our dealer has most of this 
business. 

The writer gets a heap of satisfac- 
tion out of the fact that this dealer 
accomplishes so much by direct per- 
sonal contact. Several years ago he 
urged the dealer to try getting out after 
business. The dealer did not take to the 
idea very well. He did not like the 
idea of “begging” for business, etc. etc. 
Finally, however, he did try personal 
canvassing. He found it went much 
easier than he expected. Now, he ad- 


mits ‘that it’s not “begging’’—it is just 
“going after” the business. You could 
not keep him off the road now, and 
with his small car he calls on every 
potential customer regularly. One by 
one they come his way. 


There is still a place for the inde- 
pendent dealer in New England and 
probably there always will be. Business 
is as much a matter of personality as 
method, and the fellow who owns his 
own business, who applies himself to 
his job, who mixes brains, integrity and 
energy with his work, possesses certain 
well defined advantages which no chain 
store operator, car door dealer or other 
type of distributor can overcome. The 
feed dealer whose true story is written 
here, proves it. 


Tomorrow / 


Heaps lifted from the job of 
today ... the thoughts of Father 
and Son borne away on the wings 
of that man-made bird of the air... 
thoughts turned for the moment to 
build the things of tomorrow. 


Yesterday... where Indians 
hunted...today farmers reap. 
Where covered wagons lurched... 
farmers’ wives speed in automo- 
biles. Where the hoe lay .. . a huge 
machine shed stands. Where live- 
stock was fed just because it should 
be fed... livestock feeding has 
become a thinking job. 


Into this rush of progress many 

years ago came the Purina Mills, 

’ the pioneer makers of feed. What 

a change since then! Pork to mar- 

ket in six months... dairy cows 

milking gallons instead of quarts 

. .. pullets laying heavily in fall 

and winter. Better feed has told 
its story! 


Tomorrow... the Fathers and 
Sons of the farm will demand and 
realize many more things. Purina 
will be ready .. . with her big ex- 
periment farm... her huge feed- 
testing laboratories ... her power 
to gather the best raw ingredients 
possible for Checkerboard Feed. 
She will be ready always with a 
Checkerboard Feed which will 
satisfy the farmer's one demand 
which has remained unchanged 
through all the years...a feed 
which will make him the most 
money...yesterday...today 
. . tomorrow! 


-~SOLD AT THE STORE WITH THE CHECKERBOARD SIGN 
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ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bidg. 


Lamar, Colo. St. Louis, Mo. 


the Gateway” 
of 
Minneapolis 
NICOLLET -WASHINGTON 
HENNEPIN AVENUES 
—600— 


First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 


Excellent Food 
Courteous Service 
Central Location 
Ww. B. CLARK, MANAGER 
Home of W CC O Studios 
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SATISFIED 
CUSTOMERS 
Go Hand in Hand 


What every dealer wants is satis- 
fied customers and sure profits. 


Douglas Corn Gluten Feed 


and 
Douglas Corn Gluten Meal 


straight, or sweetened with Cane 
Molasses, make satisfied custom- 
ers,—satisfied because they make 
the most profit on Douglas Feeds 
in terms of milk, eggs or meat pro- 
duced per dollar spent. 


Quality protein feeds, that always 
give good results and always 
priced to sell. 


Write for samples and free circu- 
lars describing these good feeds. 


Feed Department 


PENICK & FORD 
SALES CO. INC. 


Cedar Rapids, Iowa 


With butterfat at 50c 
per pound, the cost of 
feeding whole milk 
to baby calves is at 
least $2.50 per week. 


Security Calf Food gives equal results 
at atotal cost of not to exceed 40c 
to 50c per week. 


This means a clear profit of $2.00 per 
calf per week—a profit that will in- 
terest all your customers. 


Calves thrive on Security. No di- 
gestive troubles—no scours. Sold on 
money-back guarantee of satisfaction. 


Security offers a highly profitable ad- 
dition to your line of feeds. Has no 
equal on the market. 


Security is NOT a calf meal—it is fed 
as a liquid. 


We will show your 
men how to SELL 


SECURITY 
CALF FOOD 


Unusual sales assistance is given 
every Security dealer. We show 
your organization how to sell and 
get the big profits, by giving you 
the assistance of a trained Se- 
curity salesman to help you 
get started. Write today for 
full particulars, testimonials 

and prices. 


SECURITY FOOD Co. 


385 Third Avenue North 
MINNEAPOLIS, MINNESOTA 


Phone 
GENEVA 
7389 


“FOR BETTER SERVICE” 


Phone 
GENEVA 
7389 


HIAWATHA GRAI 
GRAIN MERCHANTS 


MINNEAPOLIS 
MINNESOTA 
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| AN 80% SAVING 
in feeding costs | 
eWVew 
COLLET 
| HOTEL 
MPANY 
(GOOD BEDS 


DAVID MOLOF, vice-president of 
the Silmo Chemical Co., Vineland, N. 
J., spent the month of March in the 


central and western states conferring 
Darling’s Meat Scraps, 


with the feed trade on the marketing 
of Silmo’s new vitamin D products con- Tankage and Bone Meal 


taining irradiated ergosterol. These are 


When you handle 


= 

produced under Steenbock patent license i = 
granted by the Wisconsin Alumni Re- the = 
search Foundation to Silmo in Decem- world produces--and 1t doesn't re gee ree = 
ber, 1929. P. N. Nutt, formerly with cost you one cent more than ei i 
the Tioga-Empire Feed Mills, Inc., has the other kind. = 
joined Silmo’s home office sales staff. iz 
CAUDE FIBRE Max. 30% | 

HOWARD H, HARKNESS dca | Darling 6 Company 
March 15 in his home in Mayville, N. Department A, Chicago, 
Y., wh he had duct tail STATE DISTRIBUTORS =. == 


feed store until shortly before his death. = = 


Seeding Time (ottonseed Meal 


Is Here ALL GRADES 


-_—_— Arrival Drafts ——~ Quick Shipments 
Sell Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


BADGER BRAND 


‘All your needs in grain and feeds’’ 


Feed Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


Selected Seeds 


J. C. HUBINGER BROS. CO., Keokuk, Gluten 
d ROSENBAUM BROTHERS, Chicago, Ill. -............ Gra 
an HENRY LICHTIG & CO., Kansas City, Mo... Milo ‘and Kaffir 
OHN F. CRAIG & COMPANY, Philadelphia, | ee Blackstrav Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa......................-.. Meat Scrap 
e orn OYSTER SHELL PRODUCTS Oyster Shells 
The Largest Seller fi 


in Wisconsin “REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 
ee ay with PALATABLE Screenings Oil Feed 


L Teweles Seed C Oo WE MANUFACTURE OUR OWN OIL FEED 


MILWAUKEE, WISCONSIN Imperial Meal Co. 


MINNEAPOLIS, MINN. 
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Swell Your 
PROFITS 
by featuring 


PEARL GRIT 


Now’s the time when young birds 
need Pearl Grit to promote the de- 
velopment of strong bones. Too 
many flock owners become careless 
about supplying calcium material 
at this season. Keep them re- 
minded of it by displaying cartons 
of Pearl Grit in your windows and 


Pearl Products throughout the 
spring and summer. That means 
extra profit for you and better re- 
sults for your customers. 


G 
inc 


AWW 


: 


| 


Make money on 
small lots 

You no longer need to scoop, 
weigh, and sack calcium material 
to accommodate buyers of small 
quantities. For Pearl Products are 
put up in attractive 10-lb. cartons 
as well as 100-lb. bags. Sales are 
made quickly with no trouble. And 
you get a higher price per pound. 

Increase your sales by featuring 
Pearl Grit and Pearl Powdered 
Limestone. Supply the demand 
our advertising creates. Order Pearl 
Products from your jobber. Or 
write us. Do it now. 


PEARL GRIT CORPORATION 
603 Bridge Street, Piqua, Ohio 


inside your store. Push the sale of * 


PRESCOTT COOPERATIVE ex- 
change, Prescott, Wis., has been incor- 
porated with a capital stock of $40,000. 
The incorporators are C. Huppert, E. 
Endorf and I. Heckel. 


HOFLIN Feed & Flour store, Hen- 
rietta, Minn., was destroyed by fire re- 
cently. 


ANNOUNCE NEW MIXER 
A circular describing the new Mon- 
arch Vertical Uniflow Self-Contained 
Feed Mixer has just been issued by 
Sprout, Waldron & Co., Muncy, Pa. 
Many features of interest to dealers are 
included in the new machine. Copies 
of the circular may be obtained by writ- 

ing direct to Sprout, Waldron & Co. 


Cash In On 


this new standardized 
VITAMIN D factor 
for poultry and live 
stock feeds 


SILMOSTEROL 


IRRADIATED ERCOSTEROL IN COD LIVER OIL 


Silmosterol is produced under 
license granted by the Wiscon- 
sin Alumni Research Founda- 
tion to use the Steenbock patent 
(U. 8. No. 1,680,818). 


Silmosterol is reliable. It is the 
cheapest specific per unit of 
Vitamin D that money can buy. 
May we tell you more about 
the clearly defined relation of 
its three potencies (5x, 2x, 1x) 
to high grade cod liver oil? 


Write today for Folder B. 


Silmo Chemical Company, Inc. 


VINELAND, N. J. 


MYLES 


LOUISIANA SALT 
Is BEST for Farmers 


100% Dry When Packed In 
Our Special Gray Bags 


= 9018s 
— GUARANTEED=— 


NO MOISTURE = 


PACKED 
“SALTCO. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


ECO BRAND 
EAT MOSS 


DON’T BE BLIND 


shipment same day your order is to the Big Profits in Mixed Feeds. Write for our 
received. Standard Bales — highest New Proposition on Feed Mixers that will help you to 
quality. For less than carlots ship- make 1930 a Big Profit Year. 


ment out of Milwaukee write or wire 


$1.55 per bale New Crleans carlots— 


LA BUDDE FEED & GRAIN CO. Diamond Huller Co., Winona, Minn. 


MILWAUKEE, WIS. 
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Franke Grain 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 
and increases their profits. 


Flory feeds are built to meet the nutri- 
tional requirements of the most exacting 
feeders of live stock and poultry. 


FLORY MILLING CO. INC. 


EST. SINCE 1853 BANGOR, PENNA. 


Dried Brewers Grains 
and Malt Sprouts are 
the best bet in the 
feed business today. 


Booking now for April— 
May shipment. Wire us 
for prices. 


> 


MILWAUKEE, WIS. 


Straight and mixed cars of everything in feed. 
We can get it out in a hurry. 
Warehouse capacity over 2500 tons. 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A.E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 
' Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Broadway 1674 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


FEED BUSINESS FOR SALE 


Elevator and feed business in Wisconsin for sale. 
Equipped with Diesel power plant for custom 
grinding and mixing. Good location and priced 
right. Write GK-2,c/o THE FEED BAG, 86 
East Michigan street, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


Flour, feed, salt, coal, etc., business for sale. 
40 H. P. Electric Attrition Mill in good dairy 
country, best in state. Write A. L., c/o THE 
BAG, East Michiganstreet, Milwaukee, 

is. 


FEED BUSINESS FOR SALE 


Electric equipped custom feed mill and good 
warehouse on railroad siding, in one of the best 
dairy sections in North Central Wisconsin. A 
good proposition. Priced right. Write MLC-26 
c/o THE FEED BAG, 86 East Michigan street, 
Milwaukee, Wis. 


HAY FOR SALE 
Any kind in car loads. 
GEO. L. FREDERICK 

Beaver Dam, Wis. 


FOR SALE OR EXCHANGE 


Will sell, or exchange for good fully equipped 
farm, a feed, grain and coal business. Equipped 
with all new machinery. Electric power. Lo- 
eated in the best farming section in Wisconsin. 
Write FM-24, c/o THE FEED BAG, 86 East 
Michigan street, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


Elevator, Feed, Coal business for sale. In 
best dairy section in east central Wisconsin. 
Electric attrition mill. established 25 years. Write 
F-1, c/o THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


A well established flour and feed business 
located in the North Central part of Wisconsin. 
Grinding facilities. Electric power. Railroad 
Siding. Annual business approximately $75,000. 
Reason for selling—owing to other business can- 
not give proper attention. A real money maker. 
Priced right. Write FC-1, c/o THE FEED 
BAG, 86 East Michigan street, Milwaukee, Wis. 


FOR SALE 


20,000 bu. capacity elevator equipped with 
grinding and cleaning machinery, electric power. 
Excellent for retail business. Located in one of 
Wisconsin's foremost dairy centers. Write DC- 
42, c/o THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


$120,000 yearly. Junction two railroads. Sur- 
rounded by large dairy and poultry section. 
Realty, equipment and stock. Bargain. Write 
C. R. LYON, Sidney, N. Y 


EVANS & EVANS, LeSueur, Minn., 
has installed a feed mill. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 
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FEEDS AND FEEDING 


Latest complete illustrated editions of Feeds 
and Feeding by Professors W. A. Henry and 
F. B. Morrison and Commercial Feeds by W. H. 
Strowd for sale by The Feed Bag. Feeds and 
Feeding $4.50 per copy, Commercial Feeds $3.00 
per copy f.o.b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one year subscription to The Feed Bag 
$5.50. Price for Commercial Feeds with The Feed 
Bag $4.00. Price for both books with The Feed 
Bag $7.50. Send check or money order with 
order to THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member. Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


MRS. CHARLES H. ROGERS, wife 
of the widely-known Canton, N. Y. 
feed dealer, died March 17 in her home 
in that city at the age of 62 years. She 
had been ill for some time. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


M.G. RANKIN & Co. 


GRAIN 


AND 


Chamber of Commerce 
MILWAUKEE, WIS. 


DRIED BUTTERMILK 
DRIED SKIMMED MILK 
Feed System Engineers 
Feed Mill Machinery 
Feed Formulas 


S. T. EDWARDS & CO., INC. 


110 N. FRANKLIN ST. CHICAGO, ILLINOIS 
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FOR 
Corn Cutters 


M U N S 0 N Superior Batch Mixers 


Write 
MODERN ELEVATOR SUPPLY CO. 


MINNEAPOLIS, MINN. 
Complete Equipment for the Modern Feed Milt 


expands with 
Printed messages 


They are profitable 


ADTKE ORTSCH 
BROS. CO. 
1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
344-346 MILWAUKEE STREET 
PHONE ] 076 MILWAUKEE 
Broapway WISCONSIN 


| 
— 
| 
| 
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OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEE 


Get on our list. Market letters and prices. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


CAMEL Wheat Mixed Feed 


CAMEL Feed is equally well suited for either dairy cows, for hogs, 
It is an ideal feed for a dealer to carry 


or for poultry mashes. 
and reasonably priced. 


trade. 


Special Middlings 
ZEBRAS make a rich slop for little pigs. 


They are rich in quality and their low cost 
makes them increasingly popular with the 


EXCELSIOR MILLING CO., 


ZEBRA 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Millfeeds Screenings 
Dried Butter Milk Bone Meal 


Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Sallie St., Chicago, Ill. 


SWEET DAIRY FEED 


16144% 'PROTEIN 


MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


Yes sir] 


POWER” 


That's what you want first of all 

in a car mover...and that’s the 
biggest eminent in the ATLAS, 

This power has been proved by / 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 


Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 
man. He knows andcan 
give you quick 
service. 


Interesting, il- 
lustrated, de- 
scriptive mat- 
ter free for the 
asking, 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


Ss 
WSS ES 
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The Demand for 
Commercial Feeds 
Containing 


STRUVENS, 
1 


Has Already Been 
Increased 
by the report of the Experi- 
ments just completed by 
Evvard, Culbertson, and As- 
sociates at Ames, Iowa. 


Hogs on Fish Meal rations 
produced pork quicker and at 
a much lower cost—therefore 
more profit to the feeder. 


Feeders know it. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 
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Besides the liberal direct profit the dealer makes, he 


has a remarkable business builder when he sells 


He does make a direct profit and a good liberal 
one on every pound of Semi-Solid Buttermilk he sells. 
Besides that profit, he is adding prestige to his entire 
business and he is building sales that will give him a 
splendid year round business. Every dealer who handles 
this product is making friends and creating a continuous 
stream of new customers because of the fact that Semi- 
Solid Buttermilk protects the health and increases the 
production for everyone of your patrons who feed it to 
their poultry, turkeys, hogs and calves. It makes money 


Buttermilk 


for them and when they once use it and know its value | 
to their poultry and live stock 


They Always Come Back for More— 
and they tell their neighbors and friends about it and 
they, too, will come to your store because they are 
anxious to profit by its use. 

The merit of Semi-Solid Buttermilk is too valuable 
to your business to be overlooked. It is a profit maker, 


a business builder that helps the other feeds you handle, 
make good. 


SEMI ‘ SOLID BUTTERMILK is endorsed by Government Authorities, 


Experimental Stations, and best of all, by 
thousands of satisfied and successful farmers and feeders, who have fed it under all conditions for the 


past seventeen years. It makes staunch friends because it turns losses into profits for your customers. 


Write to us for our dealer proposition in your territory 


CONSOLIDATED PRODUCTS CO., 2400 Lake Park Ave., CHICAGO, ILL. 


Top and 


This Monarch 32... 
Screen Corn Cutter Outfit 


Removes Metal from Corn—Steel Cuts the 
Corn— Separates it into three grades— As- 
pirates each grade as it is discharged and 
collects all Chaff, Dust, etc. 


Write for a copy of this 
‘Catalog describing the com- 
plete line of Monarch Top and 
Bottom Screen Corn Cutters 
as well as our complete line 
of Feed Mixers, Feeders, etc. 
No obligation. 


Sprout, Waldron & Co., Inc. 


Box 318 MUNCY, PA. 


Flour, Feed and Cereal Milling Machinery—Elevators, Conveyors and 
Power Transmission Equipment 


Chicago Office 9 So. Clinton St. Kansas City 612 New England Bldg. 


Type S B Corn Cutting and Grading 
Outfit is driven by one belt. Made 
in several sizes. There is one to give 
capacity you desire. 
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CHICK STARTER MASH IN THE BLUE SACKS 


WO things can 


ruin the profit in feed- 
ing baby chicks—not 
enough protein and the 
wrong kind of protein. 


rue Value Chick Starter Mash 
has the correct amount of pro- 
tein and of the right kind, With 
its high percentage of dried but- 
termilk and cod liver meal it is 
the ideal substitute for nature’s 


baby chick food — the yolk of 


an egg. 


ow is the time when those fluffy little chicks are bursting from 
their shells and getting their first breath of fresh air. The air and 
their enthusiasm about living creates a lusty appetite and makes 
their hungry little gizzards crave something good to eat. If they 
are fed True Value Chick Starter Mash they will not be disap- 


pointed— neither will you. 


MANUFACTURED AND GUARANTEED BY 


Ladish Milling Co. 


MILWAUKEE, WIS. 


Our Novel Plan 


of introducing TRUE VALUE MAsHEs 
will get your prospects to try them. 
Once tried, they will sell themselves. 


Valise | 


GROWING MASH IN 
THE RED SACKS 


LAYING MASH IN! 
THE GREEN SACKS 


| 
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| | 
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| | 
| | 
| | ‘ 
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| | 
| | 
‘ | 
| | 
| 
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| 
| | 
| 3 
| 
| | | 
| 
| | . 
| | 
| 
| 
| | 
| 
| 
| | | 
SUTTER | “4 
4 a 
| LB | . 
| 
| | 
LADISH MILLING CO | 
MLWAUREE W's | 
| 
| 


You cannot make a mistake by 
recommending a superior article. 


Quality is the surest foundation for 


a permanent success. 


THE HIGHEST 


IN AMERICA 

AND 

AND WORTH ALIT COST WORTH ALL 
\_ IT costs 


PRICED FLOUR 


KING MIDAS 
Sells Easily 


Satisfies 
Housewives 
Bakers 
Grocers 


Brings Repeat 
Orders 


King Midas Mill Co., Minneapolis, Minn. 
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